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AT 83 THOMAS A. EDISON made pioneering 


studies on the production of synthetic rubber 


AT 79 PADEREWSKI was still a master of the 


piano, giving concerts before large audiences 


AT 83 ALE RED TENNYSON published one of his 


most memorable poems, Crossing the Bar 


AT 78 BENJAMIN FRANKLIN was ambassador 


to France; wrote his autobiography after 80 


Will your later years 
be ones of achievement 


and contentment? 


F YOU THINK about the many contributions which 
older people have made to the world you realize 


how rewarding life’s later years can be 

Today, more people than ever are proving that the 
years beyond 65 are not years to be id/y spent... they 
are years to be actively enjoyed! 


If you want your later years to be healthy, happy, 


active ones . and who does not? here are some 


important things which you should begin to do now 


1. Adopt the right outlook on aging. Do not 
worry about old age. Worry will not delay it; more 
likely this will hasten it, Face up squarely to the prob 
lems of aging and plan your life so you can meet 


future challenges 


2. Broaden your horizons as you grow older. 
‘Mental adventure,’ whether it be in absorbing hob- 
bies or in activities devoted to helping others, will stand 
you in good stead during your leisure years. ““To learn 


what 1s new is to remain young.” 


3. Take stock of your health. Complete medical 
check-ups annually after you are 35 or 40 can help 
assure you a healthier life in your later years. Not the 
least of the benefits which you will get from regular 
visits to your doctor is medical advice about what you 


should and should not do as you get along in years 


You may have slipped into some bad health habits 
unknowingly like Over-eating or not eating enough 
of the protective foods or not getting enough exer 
cise and sleep. These may seem like small matters to 
you but good living habits pay off, and you cannot 


start them too earl, 


Look at the older people around you who have mas- 
tered the art of growing old gracefully. Find out what 
they have done to achieve health and happiness in the 
sunset years. You may learn a lot that will help you 
Indeed, you may live to echo the sentiments of an 
80-year-old man who said, “I’m not 80. I'm just 4 


times 20!" 
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STIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 


LIFE INSURANCE CO. of AMERICA 


WILMINGTON 99, DELAWARE 
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INVESTIGATE OUR 
PROPOSAL...LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


COMPETITIVE ADVANTAGES 


L.I.C.A. Policies are replete with unusual 
selling features. For instance—the L.I.C.A. 
DIAMOND — an endowment that has a 
$1,200 cash value per $1,000 face 
amount guaranteed at 65... returns all 
premiums paid in addition to face amount 
death benefit during period (20 years) in 
which premiums are paid. 


MERCHANDISING ADVANTAGES 


A hard-hitting, sales producing program 
from “mail to sale’. The modern, up-to- 
the-minute aids we furnish are tested and 
proved for powerful selling force. Every- 
thing furnished to you without charge. 


ADVERTISING ADVANTAGES 


We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


CONTRACT ADVANTAGES 

10 pay Life * 20 pay Life * 30 pay Life 
* Life paid at 65 * modified Life * whole 
Life * preferred Life * double protection 
* 5 types of endowment * 2 types of re- 
tirement * 9 juvenile plans * mortgage 
policy * convertible term * accident and 
health * Hospitalization. 


SPECIAL HELP ADVANTAGES 


We have an outstanding Assistance plan 
— affords you unlimited earning possibili- 
ties. We give you the backing and whole- 
hearted support for positive success. 


CASH-IN-POCKET ADVANTAGES 


This is truly a “ground floor” opportunity. 
L.I.C.A.’s vigorous program of agency 
building offers outstanding opportunities 
for both types of general agents — pro- 
ducing and organizing. Wonderful brok- 
erage and surplus agreements! You can 
make money with L.I.C.A. 
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How to Take a Profit-sharing Case 


in Stride 


MENTION the term “profit-sharing case” and many a good life insurance agent has 
visions Of something pretty technical — especially if he has never written one. And in a 
way the agent is right. But for R. G.,. an NYNL agent in northern Indiana who lined up a 
case involving 15 lives (we write ‘em big or small), the solution was come by quickly 

and easily, thanks to the ever-ready help of Northwestern National Life's 


Pension & Tax Department. Here’s how it happened 


Late in 1955 Agent R. G. advised the home office that the prospect, a small 
wholesaling firm, was interested in “doing something extra” for its salaried employees. 
He submitted an employee census sheet and general information regarding the firm’s 
capital structure, volume of business, and the annual deposit which management was 
thinking of putting into a profit-sharing plan. Then he asked NYNL’s P & T department for 


a formal proposal and instructions for getting the plan started 


After the formal proposal was submitted the employer decided to revise the 
annual deposit. The proposal was adjusted accordingly and returned to Agent R. G. 
He promptly conferred with the head of the firm, the firm’s attorney, and its accountant, 
and the case was closed on the spot just six weeks after R. G. first wrote the home 


office about it. In due course the plan received Internal Revenue Department approval. 
Result: Another satisfying sale completed! another client well served, 
And Agent R. G, received top commissions which this year, and for many years ahead, 
will be a welcome “bonus” on top of his normal earnings. 
It’s happening every day, not only to NYNL agents but to brokers, too. Next time 


you as a broker get a line on a profit-sharing case that requires a tec hnical assist, call 


the nearest NYNL ageney or contact our Pension & Tax department directly. 


NORTHWESTERN NATIONAL LIFE 
OF MINNEAPOLIS 


40 years’ eape uence iw brokenage 4ewice 
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now... 


on-the-spot adjustments of fire losses 


BY AN ACCREDITED 


PUBLIC INSURANCE ADJUSTER 
ANYWHERE IN THE U.S. 


ACCREDITED 


oe 
through your nearest N A - A 


MEMBER 


Now, when you or one of your clients suffers a fire loss anywhere in the country, you 
can be assured of complete, efficient protection to the limit of your policies — skillful 
inventory — air-tight preparation of loss-claims all through a phone call to your 
nearest N.A.P.I.A.* Member. You have the double assurance that every member of this 


association has pledged rigid adherence to a Standard Code of Ethics that protects you. 


Sidney Greenspan and Company The Goodman-Gable-Gould Co. Fred J. Lucas and Co, Inc Ben Morris and Co J. M. DuBoff Associates, Inc 
4440 Wilshire Boulevard 110 Garrere Building 9 Maiden Lane 5 Maiden Lane 179 
Los Angeles 5, California Balrimore Maryland New York 48, New York New York New York Brooklyn 12, New York 
The Goodman-Gable-Gould Co. Gordon and Gordon A. H. Neaman Company Sabrosky, Krause Fire Adj. inc. Goldstein and Co 
Woodward Building 44 Srare Street 504 Grant Building 5141 Se. Aubin 
Washington 5, D. ¢ Boston 9, Massachusetts Pittsburgh 19, Pa Detroit, Michigan New York 
Alfred A. Lesser and Sons, Inc. Midwest Fire Loss Adj. Co Paul Guttman and Co New York Fire Adj Corp David Green 
420 Lincoln Road Joy Road 15 John Street ) Pearl Scereet 166 John Street 
Miami Beach 49, Florida Detroit 6, Michigan New York 48, ! , , Bufta New ’ 
Blondell Fire Adj. Co Horry E. Altman Adj. C M. Hart and Co Clarke and Cohen 
7. Phoenix Building 105 ¢ ) Cheses ree 


higan Avenue 


Pitkin Avenue 


John Sereet 


Y New York New Y 
Murray A. Levy and Co 
Ja na ‘ A ef c 


ix irt Sereet 


Chicago 16, lin Duluth 2, Minnesota ' \ Philadelphia, Pa Jamaica lew ¥ 
Fienk and Fienk Joseph Supornick and Son — N.S. Abrams Co Sapperstein, Hochberg 
166 W. Jackson Boulevard + Guardian B ling P =, ( treet and Haberman 
hicago 4, Illin t. Pa Minnesota hi b ew Y lohn Se 
Lazarus Fire Adj. Co Brumberg, Judlowe and Sigler A.C. Beneke and Co 
6 W. Ada treet H A venue Jarmnaica Ave 


| t* 
dj. Co 


ronbele | 


( 
A.W New Yor 4, New ‘ 
l | Harris, Carlin and tbur A 
Chicago 3, Ilin Passaic, New Jersey : j : New ¥ 1 ¢ 
Willis E. Ten Broeck Clarke and Cohen . > Robert J. Cansler, Inc and Pin reet 
10435 Longwood Dr hwe Bu z 119 © te Pla Koad tl M 
Chicago 4 Ilinots Atla City, N Jers / Tuckahoe, New York Lipscher Adjustment 
T. G. Tucker, Ins. Adjuster Sarasohn and Co \ Dietz and Company and Appraisal Co 
5858 S. Halsted Screer Broad Street 16 John Seree i Central Tower Build 
Chicago 21, lino Newarh Ne ersey z New York New Y " Y nestown, O 


Jar 


For more detailed information on how N.A.P.LA. can serve you on a national basis, write 


*NATIONAL ASSOCIATION PUBLIC INSURANCE ADJUSTERS * 1613 Munsey Building + Baltimore, Maryland 
Serving Policy Holders Exclusively 


INFORMATIONAL BOOKLETS FREE WRITE TO ABOVE ADDRESS 
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AETNA LIFE’S 5 FORWARD STEPS 


Ama Lite Inomance Company 


R wom mg 
Eetate Control Plan Coume 


Atna Trains for Success! 


The certificates on this wall represent the important steps in A°tna Life’s 
Training Program. But to the A‘tna Life representative, training never 
really stops. He keeps continually up to date with all new developments 
in his fast-moving, exciting business. He deals daily with new problems, 
new situations. His training helps him meet and solve them. 

In addition he has a broad policy line —- one which allows him to operate 
in AXtna Life’s four major areas of life insurance selling: Family Program- 
ming, Business Insurance, Estate Analysis, Employee Benefit Plans. 

And behind him all the way stands A‘tna Life’s prestige, resources and 
years of experience. 
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TO SALES LEADERSHIP 


i. Basic Estate Control 
Pian School 


Career Course 


Advanced Training 
Advanced Business Insurance and Tax Course. 


Home Office School and Field Clinics 


C.L.U. Participation 


Leaders Seminars and 
Regional Meetings 


Final in a series of six mailing 
pieces demonstrating the effective- 


ness of £tna Life's Training Methods. 


ETNA LIFE @) 


INSURANCE COMPANY Harttord, Connecticut 
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OHIO'S 


JOHNNY APPLESEED 
Did he really exist? 


If you t fe lawn when appl 
loom along the Ohio 
e the taint noke of 
campfire. You 
wraith of his 
( I-pouch by 
old-timer with 
tongue in chee 
Doe t 4 
benevolent « ipple or 
chards or (as cy ca ora ert) 
hrewd nurseryman whose busine 
prospered? Johnny Appleseed’s niche 
in the hall of Americana 1s secure 
Fruit trees, grain, hills and sunshine 


ppropriately rey 


on the tates Great Seal 


lor 


ent beautiful Ohio 


A Great Seal’ of the insurance business 
IS PACIFIC NATIONAL’S, below, 
token of strength, security and service 
to Agent, Broker and Assured. 


PACIFIC 
NATIONAL 
FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 
FOREIGN DEPARTMENT + WEW YORK, SAN FRANCISCO 
EASTERN DEPARTMENT + PHILADELPHIA 
WESTERN DEPARTMENT + CHICAGO 
SOUTHERN DEPARTMENT + ATLANTA 
INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 


These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


Russell O. Hooker has been elect- 
ed president and actuary of In- 
surance City Life of Hartford, 
Conn. 

Robert A. Dwyer has been elected 
executive vice president of Na 
tional Fire of Hartford to sue 
ceed Walter W. Corry, retiring. 
Mr. Dwyer advances from vice 
president and secretary. 

Edward Fitzsimmons was recently 
elected executive vice president 
and a director of Mount Vernon 
Life of New York. Formerly he 
was secretary of Manhattan 
Life of New York. 


Dennis N. Warters, 
executive vice pres 
ident, succeeds E 
M. McConney, re 
tiring president of 
Bankers Life, Des 


Moines. 


W. H. Forristall, assistant general 
manager, will succeed F. DPD. 
Ross as general manager of 
Factory Insurance Association. 
Mr. Ross will continue on a con 
sulting basis. 

Paul Boardman has been named 
vice president and general man 
ager of Nationwide Corp. He 
was project director for Peoples 
Development Company, of Co 
lumbus, Ohio. 

W. J. Teskey took charge of the 
National of Hartford Group op 
erations in Canada on Novem 
ber 1, 1956. He is vice president 
of the companies 

Ben F. Gates, New York depart 
ment manager, succeeds George 
T. Merrick, retiring New York 
area vice president, as executive 
in charge of the New York de- 
partment for Hartford Accident 
and Indemnity. 

Dean W. Jeffers has been appoint 
ed vice president in charge of 


Col. C. E. Cheever, president of Automobile 
Association, San Antonio, Texas, has been 
elected president of the National Associa 
tion of Independent Insurers. 


sales for Nationwide Insurance. 
He is succeeded in his previous 
post of vice president and Cen 
tral zone manager by Ashley T. 
McCarter, manager of Carolina 
region, 

Kenneth O. Smith has been named 
general manager of the New 
York Fire Insurance Rating O1 
ganization. He moves up from 
assistant general manager to 
succeed Sumner Stanley, who 
has accepted a post as assistant 
general manager of the Factors 


Insurance Association 


Blake T. Newton Jr 
has been named 
president of Shen 
andoah Life to suc 
ceed Paul C. Bu 
ford, who continues 
as board chairman 
Mr. Newton is a di 


rector of the firm. 


William G. Coursey has been ad 
vanced to agency vice president 
and Charles M. Enabnit to su 
perintendent of agencies, Mid- 
west division, for Midland Na 
tional Life. Mr. 
formerly director of A and 5S 


Coursey was 


sales promotion and Mr. En 
Continued on page 10 
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are you 
elge}«-rersiare 
Wielels 
clients 
against 


dats 
real loss? 


Want to build a fire under some lukewarm clients and prospects 7 fell them the fact 


TELL THEM: , 

“When your records xo up itt smoke. Mr. Busine “ian. Vou! fire lhsurance covers only mailroad to PROFITS 
the physical loss—merely the cost of the paper itself. It doesn’t cover the real lo 

the cost of the information on the paper that makes it valuable TWO SPECIAL COVERAGES 
“You can be protected against the real loss, by an American Surety VALUABLE PAPERS 

policy. Get it right now!” 


BUT FIRST 
Before vou tell your clients stop a minute ind fuel up with fact ill the facts—on 


VALUABLI ParperRs and AccOoUNTS RECEIVABLE polis ies. Evervthing you need is in our 
recent issue of “Mailroad to Profits 





AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5. N. ,& 


Serving Agents for over 70 Years 


AMERICAN SURETY 


COMPANY FIDELITY . SURETY . CASUALTY. FIRE « INLAND MARINE 
HOMEOWNEF ACCOUNTANT l 


\AB Y «+ AVIATION Seat 
ate 
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The case 
of the 
African 
BULB- 
SNATCHER! 


At a mahogany yard on the Gold Coast, several 
hundred primitive people stood spellbound. They 
were gazing at electric lights for the first time in 
their lives, 

Suddenly, a burst of flame! And before the night 
was over, $75,000 worth of high grade mahogany 
went up in smoke. 

An inquisitive African had tried to wrench a 
light bulb from its socket — and a short circuit did 
the rest! 

That costly black-out might have meant curtains 
for the American owner, except for one thing 
AIU insurance. 

With 


ls at an all-time high, so are your opportunities 


American business activities in foreign 

insure them 

Simply obtain from your client the same sort of 
information you require for domestic risks, and 
bring it to AIU specialists. 

Policie 


can term 


are written in easily understood Ameri- 
Claims are adjusted on the spot. Losses 
are paid in the same currency in which premiums 
S. dollars if local law allows. 
You don’t have to be an expert in foreign risks. 
Take them to AIU 

For full and literature, write to 
Dept L of the AIU office nearest you. Or call in 
person 


are paid—including U 


and AIU is your expert! 
information 


a 


John E. 


Richard H. 


R. 


These Names Make News 


Continued from page 8 


abnit, assistant superintendent 
of agencies. 

Weatherford has 
president of 
of American 
Miami, 
vice 


been 
elected a_ vice 
the title division 
Title and Insurance, 
Fla. He previously 
president and secretary of the 
Title Insurance of St. Louis, Mo. 


was 


Rudolph Ellis, vice 
president-group ad- 
ministrator of Union 
Labor Life. has been 
advanced to execu- 
tive vice president. 


Wilson, second vice 
president, has been named head 
of the financial division of State 
Mutual Life. 
these duties John P. Sedgwick, 
retiring financial vice president. 
A. Dwyer has been elected a 
director of National Fire of 
Hartford to fill the unexpired 
term of Frank D. Layton who 
died in an automobile accident 
Oct. 24, 1956. Mr. Dwyer is ex- 
the 


He succeeds in 


ecutive vice president of 


firm. 


Denzel G. Rogers 
has been elected a 
vice president of 
American Title and 
Insurance, Equity 
General Insurance 
and Reliable Insur- 
He was pre- 
viously with Mary 
land Casualty. 


ance 


Jarvis Cromwell was elected a di- 


rector of Continental Fire, a 
member of America Fore Group. 
Mr. direc- 


tor of another Group company, 


Cromwell is also a 


Niagara Fire. 


Henry E. Coe, III, assistant trea- 


surer of Chase Manhattan Bank, 
director of 
New 


has been elected a 
Fidelity 


York. 


and Casualty of 


Randolph E. Brown, Paul E. Van 
Horn, CLU, Alfred H. Hunt and 
Albert H. Russell 
named vice presidents of Amer- 

Life of New York, 

Continued on page 70 


AMERICAN INTERNATIONAL 
UNDERWRITERS 


New York 
Dallas 


have been 


Detroit subsid- 


San Francisco 


Boston Washington New Orleans ican 


Seattle 


Chicago 


Houston Denver Los Angeles 
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‘Today’s most successful 
life insurance men prove an 


important point... 


Year after year, more good life insurance men 
become top life insurance men with this Company! 








Agents . 
qualifying HLLION INDUSTRY 0.9% 
for the 


Million Dollar ieee 
oe NORTHWESTERN | 9.2% 


awarded the 


INDUSTRY * a 2.5% 
C.L.U. 


designation ae NORTHWESTERN a 14.7 % 


Agents INDUSTRY® P 5.8% 
receiving the a 


National Quality 


% 








* Taken from the latest available source 


Lhe NORTHWESTERN MUTUAL 


Life le SUTANCE Company 


MILWAUKEE, WISCONSIN 


* “THE CAREER COMPANY ’’s 
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“What | think 


about my husband’s job” 


When New England Life agent. Dave Flagg. 


interviewed a friend about coming into the life 


insurance business, the friend’s wife had some 


doubts. So Dave asked his wife. Carole, to talk to 


this prospec live agent's wife. Carole jotted down 


the notes below to use 


in her interview. (Re- 


printed from a recent issue of “The Pilot's Log.” 


Canoe T. PLAGE 


Life insurance selling is one job in which a wife can 
help her husband, When the office staff is unusually busy. 
LT help David with his typing and some of his other paper 
work, A wife can find prospects in the newspapers, jog her 
husband's memory about calling certain people, prepare 
his direct mail card lots of small things that let your 
husband know that you are interested in his work and are 


There are no long periods when the husband is away 
from home traveling for the company. A wife sees her 
husband every night (sometimes late, yes, but neverthe 
less every night) and every morning. 

It is a business in which a wife can really be a helpmate 
by taking an interest and by standing by in time of need 


with a word of ene ouragement 


In what other business could a man achieve a substan- 
tial salary in three to five years’ time? 

If your husband likes selling, he'll find that its the 
highest paid salesmanship in the world! A life insurance 
salesman is not an order taker 

As a long term job, it can't be touched, Each year gives 
vou more security No one can fire you You will never 
be without a comfortable mnecome onee you build up your 
clientele and thoroughly master the business. Commis- 
sions are also paid on business that stays in force and this 
automatic income every month prevents the up-and-down 


income common to salesmen in other businesses 


Your husband will have the finest agency in the country 
behind him to train and help him become successful. They 
will stick with him and help him over the hurdles. If the 
ageney doesn't think Joe has the qualities to become suc 
cessful, they certainly wouldn't be interested in him 
Phere Is an esprit de corps aMonye life insurance people 
the way there is among the Marines, because those that 
make the grade really have something to be proud of 


and it takes a good man to make it 
When I say a ‘*Good Man”? [| mean one who has the 


qualities of stick-to-it-iveness and persistence, patience, 


ability, and optimism to succeed, Many fall by the way- 


12 


Phe New England Life company magazine.) 


Davip C. Frace 


side not because they didn’t have the ability to sell life 
insurance, but because they fave up too soon, It takes a 
stout heart to stick out the slow times of learning the 
business, knowing that one day, maybe tomorrow, the 
tide will turn. The law of averages prevails if you see 
enough people, you are bound to sell 

\ life insurance man is independent and on his own 
initiative. He doesn’t come or go by a buzzer or punch a 
time clock, The sky is the limit on earnings and he is his 


own pilot 


The business is yreat because when you do succeed, 
there is no finer feeling of accomplishment and satisfae- 
tion at having overcome many obstacles and been 
victorious, 

lhe most worthwhile things in life are often the most 
difieult to obtain. Therefore, although this business is a 


rough one at times, the rewards are great 


If you make the regional conventions and the Leaders 
convention, they are so terrific that they spur you on to 
bigger and better things. Last year the Leaders Convention 
was in Sun Valley. 

You meet wonderful people. You make lasting friend- 
ships. You have the knowledge that you are doing people 
a real service, 

Most successful salesmen prefer to give LOO% of their 
time to selling, but further advancement is possible if one 
proves to have ability as a trainer. A supervisor has good 
pay, no traveling, and works with men. He may even 
hecome a general agent and develop his own group ol 


salesmen. 
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Scene from The American Insurance Co. Animated Slide Film { Hath Down Main Street” 
Return the « oupon below for your copy of the new 
kit “How To Profit By A Walk Down Main Street.” 


It will show you how to increase yout premium 


volume, taking advantage of the latest “packages” 


M A “PACKAGE” of economical, worry-free 
protection. Thanks to your status as an independ. 
ent insurance agent you are in a position to offer 


your clients a variety of modern packages suited 


to their individual needs. of insurance protection, 


Harry Hazard suggests you use the tested and 


proved American Protection Plans for account 
selling to business and personal lines. With these To all our friends and associates 
ans. ‘rican ducers gai = by dem- 

plans. Ameri ‘Pro cers gain profits by dem Best Wishes for a 

onstrating effectively to their clients and pros- 
? Joyous Christmas and a 
pects the economy of sound insurance protection, 
Prosperous Veu Year. 


“A WALK DOWN 
MAIN STREET’ 
THE AMERICAN INSURANCE CO 


The American's newest 
15 Washington St., Newark 1,N.J. Sales and Adv Dept. G-12 


selling film is being 
shown throughout the 
(United States and 
Canada, Ask your 


{merican fieldman about 
' Name 


Please send me my free copy of ‘How To Profit By A Walk 


Down Main Street 


a showing im your area 
Company 
Address - 


State 
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“As Protection Agent, ~ ( 


I'm enjoying a new prestige 

| never had before. 

It's paying off in new business 
every month! 

“You, too, can identify yourself 
with this national advertising. 
Talk it over with your 


National of Hartford Field Man!” 


f Srstt CANCE Com CAME 


aed TolUb aia me tale mee \slasllall b4a baba M@lbilel | Bila! taalelas Mla ME @lelalal Tot diol hi 


NATIONAL FIRE INSURANCE COMPANY OF HARTFORD 
TRANS CONTINENTAL INSURANCE COMPANY 


FIRE + \“ARINE +» AUTOMOBILE +» CASUALTY +» BONDING | 


| 
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OVER A MILLION LIVES 


NOW INSURED BY 


United of Omaha 


In 1955 the number of lives insured by United of Omaha passed 
the one-million mark for the first time. The Company’s insurance- 
in-force climbed to almost one-and-two-thirds billions of dollars. . . 
an increase of 11 per cent over 1954. 


In 1955 United of Omaha also paid a new high in benefits, totalling 
$17,432,252.14 for the year. 58 per cent of that amount was paid 
to LIVING policyowners. The Company’s total assets rose in 1955 
to $243,981,930.53, with a healthy ratio of $115.59 held for each 
$100 of liability. United of Omaha, 30 years of age, places among 
the top 4 per cent of the more than 1000 life companies in the 
United States. 


As the present year approaches the home stretch, United of Omaha 
is ahead of 1955 in all departments, confident of new all-time rec- 
ords by year’s end. 











United of Omaha’s famous “Cash and Carry” Plan, advertised in 
Life, Look, Collier’s and Better Homes & Gardens, is telling 13 mil- 
lion American families how to “Stretch Their Insurance Dollars.” 
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LIVING INSURANCE IN ACTION 


The Man from Equitable with 74 homes 


It was Saturday noon. The Man from Mquitable decided 
to take a walk through the new housing development 
As he strolled down the streets, he found himself 
counting the homes financed by Equitable’s Assured 
Home Ownership that he had arranged for the owners. 
The total came to 74 

This, he thought, is one of the great joys in being The 
Man from Equitable. Not just collecting the commis- 
but knowing that 
you have brought a better way of life to the people 


SOUS (TIC h as We all love them ) 


you serve 


Knowing, too, that your volunteer activities in the 


community help to preserve and improve that way of 


life. Like working for the PTA; soliciting for the Red 
Cross; taking underprivileged children to the circus 
doing things that win respect from your friends and 
neighbors 


Phe Man from Equitable turned home. He knew that 
with satisfactions like these, he’d havea good weekend. 


Living Insurance 
by Equ itable, New York 


The Equitable Life Assurance Society of the U. S.. 393 Seventh Ave., New York 1, N.Y 
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“Legal Reserve" Unites Life Business 
N presenting a picture of the business of fire 
| and casualty insurance to the public or to 
legislators it is customary to state that compa 
nies are differentiated by the nature of their 
corporate structure into three general classes 
namely, capital-stock, mutual, and Lloyds o1 
reciprocals. State insurance laws recognize the 
divisions and provide a modus operandi fo1 
each group. Within the broad requirements fo) 
sound protection to be followed by all compa 
nies, specific statutes assure each class equal 
opportunity to provide the public with adequate 
coverage while at the same time setting stand 
ards to which each class of carrier must adhere 
to guarantee individual soundness 
Life insurance companies also have had al 
most universal acceptance of a_ traditional 
classification through reserve requirement 
While again three basic types of carriers are 
recognized, the division does not follow that 
established for the fire and casualty compa 
Life carriers are legal reserve companies 
issessment associations or fraternal societie 


Groups of companies and agents have been o1 


ganized on this basis and differences in the 


law of the several states have accepted these 


three types as fundamental] 


in enacting the va 
riou tatute 


As far as legal 


sidered, no distinct in legal requirement 


companie are 
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tween stock and mutual except where the capi 
tal of stock companies or the dividends to 
policyholders of mutual companies was consid 
ered 

The Life Insurance Institute, which has 
brought life insurance so effectively and at 
tractively to the public, has served legal reserve 
companies with intelligent and efficient fore: 
and without the necessity of differentiating 
between stock and mutual. Agency organiza 
tions and training and research bodies have 
made no distinction. The emphasis was on the 
legal reserve. Attacks on the companies and 
the institution by demigods have been met by 
a united band of legal reserve companies, €om 
petent and able to demonstrate the soundne 
of the individual carriers and the equitable 
character of their treatment of and service to 
policyholders 

THE SPECTATOR certain that legal reserve 
life insurance will carry on to achievement and 
public service now as in the past by composing 
the difference within the institution and pre 


senting a united front to the public as the com 


panies seek to promote the best interests of 


their policyholders. The only time when change 
is wise is when the old order has a breakdown. 
Life insurance now is at the peak of its a 
ceptance and ability to serve Even the rumo) 
n objectives between compa 


) iraged 


J fel Cece 


EDITOR 





spectator’s daily reports 


selected news items from industry and business of importance 





by Ray Stroupe 


Washington Headlines 


Federal Flood Indemnity Administration is considering a com- 
bined-value ceiling of $250,000 on insurance and a loan contract 
for a person or company, so as to spread authorized flood aid over 
the broadest possible area. Law as written would let one person 
obtain both a $250,000 policy and a $250,000 loan contract. 

American Life Convention and the Life Insurance Assn. of 
America have protested to Congress the proposed restoration of 
a policy premium payment test to the estate tax laws. They say 
the test would discriminate against life insurance and the small 
businessman who uses life insurance to keep his business going. 

Tax benefits for “bank loan” plan insurance buyers should be 
eliminated, the National Assn. of Life Underwriters tells Con- 
gress. Buyers now may pay a few premiums, borrow the cash or 
loan value of the policies with no repayment plan, and deduct 
their interest payments for income tax purposes. 

Revised plan for federal employee health insurance is to be 
advanced to Congress in 1957 by the U.S. Civi! Service Commis- 
sion. Both basic and major health coverage are to be included, 
with employees and the government sharing the costs. Employees’ 
contributions would come from payroll deductions. 

Preliminary information indicates that the General Accounting 
Office may find it feasible to have basic health insurance for fed- 
eral employees paid for by payroll deductions. The GAO is at- 
tempting to pinpoint the expense of this type of arrangement. Its 
report is expected by the end of this year. 

American social security beneficiaries totaled nine million by 
the end of November, including seven million people over 65 and 
two million dependents and survivors under 65, reports Social 
Security Commissioner Charles Schottland. He forecasts ten 
million beneficiaries by mid-1957. 

Reinsurance business with U.S. insurers produced net receipts 
of $36 million for foreign reinsurers in 1955, for a sharp drop 
from the $49 million of the previous year. American reinsurers 
saw their premium income on reinsurance assumed from abroad 
continue its steady climb, reaching $33 million in 1955. 

Small Business Administration is encouraged by the results of 
recent exploratory talks between its officials and life insurance 
industry executives on expanded credit for small firms. SBA 
realizes, however, that the financial assistance which life com- 
panies can offer is bounded by legal limits. 

Under study by the Interstate Commerce Commission is a pro- 
posal to make all motor carrier insurance certificates continuous 
by issuing them on an “until cancelled” basis. If the insurers 
agree and the change is carried out, the necessity for handling 
annual filings will be eliminated. 


October 22—‘“Slow Down and 

Live” will celebrate its fifth 
anniversary next summer as the 
slogan for the annual May-to- 
September campaign to cut auto 
traffic accidents. 

The National Conference of 
State Safety Coordinators voted 
to sponsor “Slow Down and Live” 
again in 1957. Eleven states par- 
ticipated in the first program in 
1953 and 18 more states joined 
them in 1954, when the campaign 
is given credit for saving an esti- 
mated 600 lives. 

On a nationwide scale since 
1955, “Slow Down and Live’ 
a single purpose—‘“to reduce traf- 


’ 


has 


fic law violations associated with 
speed and ‘in-a-hurry’ driving 

the largest contributing factor in 
fatal accidents,” reports Thomas 
N. Boate, accident prevention man- 
ager for the Association of Casu- 
alty and Surety Companies, which 
vives staff and office space to the 
“Slow Down and Live’ 


’ 


campaign. 


Life Companies Meet 
On Small Business Loans 


October 23—Small business should 

get a boost from the meeting, 
held in Washington, of life insur- 
ance executives and officials of 
the Small Business Administra- 
tion. 

The American Life Convention 
and the Life Insurance Associa- 
tion of America arranged the 
meeting in line with SBA’s an- 
nounced plans to make additional 
credit available to small concerns. 

Life companies have been active 
in such lending, industry repre- 
sentatives pointed out, as far as 
they are permitted under state 
laws. 
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for insurance men 





Wendell 
Small 
had 


panies 


head of the 


Administration, 


Barnes, 
Business 
that “Insurance 

Help Small 
nesses,” as his article was headed 
in the July THE SPEC- 
TATOR, 


stated Com- 


Can Busi 


issue of 


October 23 —Since applications 

for fidelity bonds have never 
been popular with either dishonest 
Massachu- 
Insurance 


or honest employees, 
sonding and 


decided to write fidelity insurance 


setts has 


without an employer’s application 
Blanket Bond 


more important, without applica- 


where it is a and 


tions from employees of all busi- 
nesses except for a few classifica 


tions. 


One Employee for 
Each Million in Force 


October 2 
do you 


How big a home office 
when have 
million in life policies in 
force? Back in 1945, Harry V 
Wade, president of Standard Life 
of Indiana, came up with a rough 


need you 


$100 


estimate of one employee for each 
the 
panies in the $100 million class. 


million, as average for com 


However, experience showed 
that Standard Life 
six-tenths of an employee for each 


needed only 
million in force. So in 1947, Stand 
Life 


to accommodate 


built a home office 


S100 


ard 
million in 
force. 

Having reached that figure, the 
company is now ready to expand 


again. A_ six-story addition is 
planned for the home office. This 
time, however, Mr. Wade is allow- 
ing three-fourths of an employee 
per million and extra space for 
The addition is 


private offices. 
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the 
playing in 
of the 
high 


| ECOGNITION of 
life insurance is 
remarkable 


the growth 


country 1s coming from 
The 
Americans 
billion of 
make the 
dynamic 
Witne to 
from W 

yess, the 
the Tre 
City 


hundred mil 
vho hold 


life insurance 


economy 


places. one 
lion 
$400 
whole more 
that effec t 

Randolph 


ema 
nates Bur 
Secretary of 


National 


Bank and Federal Reserve 


asury, former 





role 


over 


by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


official. He that the 


$94 billion of life insurance as 


points out 
sets is a major contribution to 
the fund 


yreater America 


needed to build a 
dawning for 
To that 


“Life 


“A new day is 
the saver,” he declares 
Secretary Burgess adds: 
insurance becomes more attrac 
tive as insurance companies are 
their dividends to 


The 


ponding to these 


able to raise 
policyholders American 
people are re 


more attractive rates 





the 
25 years, although Mr 


to take care of 


for 


company’ 
needs 
Wade 


millions in force the structure will 


doesn’t indicate how many 


accommodate then 


October 29—Multiple line under- 
writing achieved another 
stock 


compa 


merger when directors and 
holders of 
voted to blend their corporate 


two Travelers’ 
nies 
Travelers Fire and 
thus 
the 
Company, as of 
1956 Oak 
Fire, also in the Travelers’ group, 
will affected 

President J. Doyle 


structures 


Travelers Indemnity will be 


come one organization, Tray 


elers Indemnity 
December 31, Charter 
not be 
De Witt 


said 


the would cor 


porate 


merger simplify 


structure, save money on 


operations, give a greater spread 


or risks 


operating 


and “maintain our ex 


isting system and re 
both in 


field.” 


thereunder, 
the 


sponsibilities 
the home office and in 
November 14—(From our London 

Correspondent) Fires in ships 
are more dangerous when the 
ships are at sea but more frequent 
That’s the 


conclusion from a paper by F. J 


when they are in port 


Welch, engineer surveyor-in-chief 
of the British Ministry of Trans 
and Civil Aviation. 

Citing reports on fires in Brit 


port 


Continued on page 20 
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Where Your Money Went 


EFFECTS OF VARS AND DOLLAR DEPRECIATION 


SELECTED GROSS INCOMES 


956 EQUIVALENT 


MARRIED COUPLE WITH 2 CH OREM) 
tue 


lf you were married, had 
two children and earned 
$10,000 in 1939, then you 
have to earn $22,428 this 
year to match what you 
had left to spend 17 years 
ago. That's what the Na- 
tional Industrial Confer- 
ence Board indicates in its 
chart at left 

Your taxes and social 
security in 1939, on $10.- 
000, were $269. Inflation 
has taken away $8,135. So 
to have the same buying 
power you had in 1939— 
$9.73|—you have to earn 
over $27 000 this vear 

This chart is from the 
Conference Board's copy- 
riahted "Road Maps of 


Industry” series 





American 


American Universal has 


Birmingham Fire has 


Capital 


Central Claim 


Company News Corner 


Insurance and Amer- 


Automobile are set for 
after holders of 


pe shares of 


ican 
merpet more 
than 80 
stock of 


tendered 


cent of 
American Automobile 


their shares for ex 
Merged 


American 


change will 


be called 


company 
Insurance 
been au 
Mas 


writes 


thorized to do business in 


sachusetts. The firm now 


in 34 jurisdiction 


Agricultural and Empire State is 


now maintaining insurance fa 


cilities for most inland marine 


separate from Appleton 
The latter 


exclusive 


lines 


and Cox firm will 


continue supervision 


of “wet marine” writings for 
Agricultural and Empire State 
been elected 
a member of National Bureau of 
Underwriters, which 
137 


Life, 


has announced plans 


Casualty 


now represents companies 


Reserve Jefferson 
City, Mo., 
to expand operation 


into addi 


tional states 

Executives Associ- 
ation is the newly adopted name 
Council of 


of Claim Managers 


Independent Casualty Insurers 
Chesapeake Life opened for busi 
Oct. 1 
that yielded 8&5 applications to 
taling $717,060. 
Citizens Casualty 
2,000 shares of outstanding pre 
stock at $26.25 a 


dividends, 


with a sales drive 


ness 


has retired 


ferred share 
plus accrued trans 
ferred $50,000 from surplus to 
capital and issued an additional 
25,000 common stock 
Arex In- 


demnity, 9% per cent-owned by 


shares of 


as a stock dividend. 
Citizens, has been approved fo 
conversion into a life company. 

Confederation Life, Toronto, Can 
ada, has been licensed to oper 
ate in Connecticut and New 
Jersey 

Great Southern Life has offered to 
purchase the shares of North- 
western National Life at $103.50 

Dec, 21 


acceptance — by 


a share. Offer expires 


and requires 
holders of 75 per cent of North 
western stock, 

Hartford County Mutual Fire has 
been licensed to do business in 
New York state. 

Continued on page 72 


Daily Reports 


Continued from page 17 


ships during the 
last five and a half years, Mr. 
Welch said that out of 697 fires 
461 had occurred while the ship 
On the other hand, 
fatal fires, 
took place 


ish merchant 


was in port. 
of the 57 
29—or more than half 


serious or 


at sea. 


out in cargo 


than 


More broke 
spaces and living 
in the machinery space, he said. 
Enygine-room fires, however, were 
more difficult to al- 
though the changeover from coal 
to oil has altered the picture radi- 
Use of the oil engine has 
reduced the risk of engine-room 
fires, but auxiliary boilers remain 


fires 
quarters 


extinguish, 


cally. 


a source of danger. 


Meistrell Outlines 


Flood Coverage 
Flood 


for one year, 


November 16 insurance 

policies will be 
non-cancellable and with premium 
payable in advance, Frank J. Meis 
trell, commissioner for the U. S 
Flood Indemnity Administration, 
told the Management 


Association’ 


American 
fall 


insurance con- 
ference. 

Policies would probably be is 
sued by private insurance carriers 
serving as fiduciary agents for the 
losses 


and 
established 


yovernment Claims 
handled by 
adjustment organizations, 
The Flood Administra- 


tion would pay fees for these ser 


might be 
claim 
he said, 


Vices 
Meistrell 
and 


said the services of 
brokers prob- 
ably be the flood 


policies, but he did invite the in- 


agents would 


used in sale of 
surance buyers for large corpora- 
tions to select a committee to dis- 
cuss with him the best method for 
meeting the needs of large indus 
trial risks. 
The Flood 
brought out 


Commissioner also 
that 


sued possibly would be limited to 


the policies is 


direct physical damages to real 


and personal property. No attempt 
indirect damages could 


tO ASSeSS 
be made now. He pointed out that 
the 


program is 


insurance 
for 


government's floor 


intended primarily 
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residences and small businesses 


corporations, however, 


Large 
might find some limited advan 
tages in participating in the pro 
yram. 

Rates for the flood 
have not been set, Meistrell told 
the AMA group. An attempt to 
rate each property in detail would 


coverage 


be too expensive, so a simple for- 
mula must be developed to be fai 
to buyers and provide safeguards 
for the government 

The flood reinsurance portion of 
the government’s program will not 
be pushed now, the Commissioner 
said. Reinsurance might tie up so 
much of the $3 billion fund avail 
able that the regular insurance 
program might be hampered 


A&H Bureau Votes 

Its Own Demise 

November 28—-Final rites for the 
late Bureau of Accident and 

Health 


were performed by the Bureau’s 


Underwriters, aged 65, 
Governing Committee at a meet 
ing in New York 

Member companies of the Bu 
reau last year agreed to dissolve 
the organization to help in estab 
lishing the Health Insurance As 
sociation of America, which began 
life last April. Operations of the 
Bureau ended April 13, 1956, when 
HIAA became the trade group for 
health 


The vote by the Governing Com 


accident and Insurance 


mittee today, however, formally 
disbanded the Bureau. 

Begun in 1891 as the Interna 
tional Association of Accident Un- 
derwriters, the Bureau changed 
with the growth of the industry it 
represented. In 1947 it reached it 
recent name and form to serve 
both the 


phases of accident and health in 


group and = individual 
surance. 

During its lifetime, the Bureau 
had published the first standard 
occupational manual, developed 
uniform laws for individual A&H 
that have been adopted in 40 
states. In 1955, the Joint Commit 
tee on Health Insurance recom 
mended a merger of the Bureau 
with the Health and Accident Un 
derwriters Conference and several 
At the Bureau’s last 
meetiny in 


other offices 
annual September, 
1955, the members approved the 


merger 
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And in the Future 


Dec. 27-28—American A:sociation of Uni 
versity Teachers of Insurance, 2Ist an 
nual meeting, Cleveland, Ohio 


Feb. 7-8, 1957—American Management As 
sociation, special conference on nucleon 
ics in industry, Hotel Statler, New York 
N. Y 


Feb. 25-March 8—Life Insurance Agency 
29th annual 
agency management, Reef 


Management Association 
school in 
Hotel, Honolulu, Hawaii 


March 28-29—Life Advertisers Association 
Eastern Round Table Barbizon-Plaza 


Hotel, New York, N. Y 
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Formula for a Magic Package 


ALL IN ONE pouicy 
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1 AGE 65 
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: S rr cost policy: 
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THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 








anther ANICO SALES LEADER 
"9 30 “On Target” Plans 
such as 


* AINCO C0.0Pp PENSION PLAN 
Designed for t 
Ployee group. 

" Priced for the 


ployee Group. 
* PREFERRED 99 


he small em. 


*® SPECIAL 
death or 
Something 
field. 


* Complete Sub-Sta 
eration. Franchis 
Non-Medical. 


MTG. PLAN cov 
— cove 

temporary disability, 

new in this big 


mdard consid. 
©. Bank Draft. 


Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


~~ AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 


MORE THAN 3 BILLIONS 500 MILLIONS OF INSURANCE IN FORCE 








Preventing the Large Fire Loss 


Big industrial fires continue to provide a large portion 
of the nation's total fire losses. To help industrial policy- 
holders train employees to prevent these holocausts, the 
National Board of Fire Underwriters has released a new 
film "The First Five Minutes," pictured on these two pages. 


ONVINCED that a large in- 
dustrial fire affects everyone, the 
National Board of Fire Under- 
writers has released a film—illus- 
trated on these pages—which is 
based on the Board’s booklet “The 
tig Industrial Fire, Your Prob- 
lem.” The black-and-white sound 
film was produced for NBFU by 
Audio Productions Ine. 

Twenty-seven minutes long, the 
motion picture is titled “The First 
Five Minutes” and features Hart 
ford Fire Department Chief Henry 
G. Thomas. Past president of the 
International Association of Fire 
Chiefs, Mr. Thomas stresses the 
importance of the industrial fire 
brigade in plant fire prevention 
and protection 


Big Fires Are Costly 


Purpose of the film is to bring 
to management’s attention the fact 
that a very small number of big 
industrial fires every year are re 
sponsible for a substantial portion 
of the nation’s fire losses. In fact, 
according to the National Fire 
Board, 300 large-loss fires—those 
resulting in losses of $250,000 or 
more-——accounted for 23 per cent 
of last year’s $785,000,000 losses. 

Here are some of the serious ef- 
fects of industrial fires; their im- 
pact is felt by the community as 
well as by the firm itself. 

The firm suffers... 

loss of workers, who may 
obtain employment elsewhere af- 
ter fire causes plant shut-down... 


. .. loss of customers, who may for a razed plant to regain produc- 
obtain supplies from others be- oo oe 
cause they cannot afford to wait .. loss of cash reserve result- 
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In combatting a fire ‘the first five minutes are worth 
more than the next five hours," says Chief Henry G. 
Thomas of Hartford Fire Department (slide at top 
left) in film ‘The First Five Minutes." Need to dem- 
onstrate to plant personnel how to turn in an alarm 
is emphasized in photo at lower left. Vitally im- 
portant to the ‘first five minutes" are fire extinguish- 
ers—they should be strategically placed and easily 
accessible, as shown in scene at top right. Large fire 
extinguishers, the film points out, should be held in 
readiness for immediate use [in slide second from 
top right). As shown in photo third from top right, 
incipient fires can usually be controlled by a well- 
trained fire brigade. In interests of safety the film 
stresses the use of special equipment for special har- 
ards (scene at second from bottom right). Photo at 
bottom right shows fire pumps being started with 
other fire-fighting operations during a regular, peri- 
odic check-up on a plant's fire protection equipment. 


ing from costly repairs due to un- 
insured fire damage... 

... possible loss of competitive 
position brought about by curtail- 
ment of activity in research and 
development. 


Community Loses 
The community suffers ... 
loss through decrease in 
trade as a result of reduced earn 
ings of workers living there. 

Yes, a far reaching blow is de- 
livered by the conflagration which 
destroys a plant—when the fire 
brigade is not mobilized for action, 
or the fire hazards are not de- 
tected, or proper extinguishment 
methods are not known. 

Effects of the industrial fire ex- 
tend beyond the community and 
the firm itself. According to the 
National Fire Board’s booklet 
(upon which the film was based) 
the individual is affected too. 


Everybody's Problems 
“If you are an architect, con 
struction engineer, executive in 
charge of site selection, construc 


tion, operation or maintenance of 


large or small industrial plants’ 


or “if you are a taxpayer or citi 


zen,” this problem is your business 
too. The two-color lilustrated pub 
lication delineates the 

of the large 

employee Can 

and suggests ways 

and fire damage. 
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How the Other Half 


Lives—Insurance-wise 


Briefed here are five booklets by the U. S. 
Department of Commerce, the start of a 


series to outline insurance operations and 


regulations in countries outside the U. S. A. 


By RUTH RUMMLER RUSSELL, 
Associate Editor 


N Brazil insurance companies 
are required by law to lend money 
to the federal government. 

Argentina promotes the “agen- 
cy system” by forbidding insurers 
from accepting business direct. 

In Mexico insurance firms must 
invest in areas named by the gov 
ernment 

Venezuela requires her agents to 
be “well regarded by the public.” 

Tiny Switzerland leads the world 
in volume of reinsurance written. 

Little known facts—-like those 
come to light in the first 
five of a series of booklets by the 


ubove 


U.S. Department of Commerce on 
insurance markets abroad. 

For instance, these countries 
despite different economic, socio- 
logical, geographic and_ political 
backgrounds—-have one outstand- 
ing feature in common. All five 
nations have government regula 
tion of insurance, in varying de 
grees. 

Each country has a ministry or 
department concerned with duties 
such as authorizing companies to 
do business, determining admissi- 
bility of foreign insurers, and re- 
quiring qualifying deposits. And 
all five nations have enabling leg 
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islation passed rather recently 
in the four Latin American re- 
publics. 

Switzerland, country of 4.9 mil- 
lion, bounded by Germany, Austria, 
Liechtenstein, Italy and France, 
has been in the insurance regu- 
lation business the longest. De- 
spite its federal structure, with 
25 cantons or states, Switzerland 
adopted a Federal Law of Super- 
vision of Private Insurance Com- 
panies in 1885. Supervision is ac- 
complished through the Federal 
Board of Insurance a subdivi- 
sion of the Federal Department of 
Justice and Police. 


Venezuela on Seacoast 


Coastal Venezuela, with a popu- 
lation of five million and one of 
the world’s largest petroleum in- 
dustries, supervises through the 
Insurance Department of the Min- 
istry of Development. Since 1938 
insurance has been regulated by 
the Law of Inspection and Super- 
vision of Insurance Companies. 
No regulation existed before 1935. 

Largest Latin American repub- 
lic, Brazil has 52 million people, is 
guid- 


predominantly rural. Now 


ing insurance through a National 
Department of Private Insurance 
and Capitalization, the government 
has a proposed Ministry of Econ- 
omy pending before the Senate. 
Already approved by the Chamber 
ministry 
would deal with expanding indus- 


of Deputies, the new 
trialization by jurisdiction over 
“industry, commerce, credit, pri- 
vate insurance and capitalization.” 
A 1940 law provides comprehen- 
sive government supervision. 
Agricultural Argentina has a 
population of 18 million. The Of- 
fice of Superintendent of Insur- 
ince in the Ministry of Finance is 
the final word on insurance. Leg 
islation, particularly designed to 
domestic 


encourage companies, 


was enacted in 1947. 


Mexico—Farming Country 


Also predominantly  agricul- 
tural, Mexico is third largest Latin 
American country, has 29 million 
in population, leads the world in 
silver mining. Insurance’ super- 
through 
the Office of Insurance and Bond- 
ing, part of the Ministry of 
Finance and Public Credit. A 
National Insurance Commission, 
established in 1946, consists of 
representatives of the 


vision is accomplished 


finance 
ministry and private insurance 
firms to advise the ministry on 
insurance problems. General Law 
of Insurance Companies has been 
in effect since 1935. 

As we have seen, all five na- 
tions use the tools of government 
to push, pull or pinch various 
parts of the nation’s insurance 
industry. However, from the U. S. 
Department of Commerce booklets 
we learn that each country han- 
dles differently such aspects as 
investments, reinsurance, foreign 
insurers and compulsory insur- 
ance. And the growth and expan- 
sion of the entire industry itself 
varies from nation to nation. 

Now let us turn to methods of 
supervision and areas of insur- 
ance operation supervised in each 
country. 

As described in these Commerce 
Department booklets, Brazil keeps 
a weather eye on insurance com- 


Continued on page 44 
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A Reply to "Where Does Mr. Agent Stand?" 


Everybody Loses on These Cripples 


Answering the article that appeared in the Oc- 
tober issue of THE SPECTATOR, this prominent 
agent attacks short cuts on auto policies and sug- 
gests that agents open offices in supermarkets. 


By THORNLEY B. WOOD 
Thornley B. Wood Agency 
Philadelphia, Pa. 
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HERE DOES MR ing your office on a two way a “All right, Mr. Dent, you tell me 

AGENT STAND?” I'll sure “buy” counting program. I’m an agent in how. My automobile volume (most 
that as a question that must be a big city with clients scattered ly pleasure cars, few fleets) 1s 
answered. It’s the insurance in- over a half dozen states, and | written for the most part on a full 
dustry’s $64,000.00 question, and shudder to think what the “cripple” yeneral agency commission scale 
I am not simply quoting a cliche, would do to my accounting and my How could I hope, on a volume the 
for indeed far more than sixty volume size of mine, to write a yreate 
four thousand will be lost to agents volume at less commission and in 
and companies if they fall for this Lower Commissions crease my profits. On my volume 
six months, continuous policy Then what about the idea, Mr and your Safeco commission seal 
“cripple.” Agent, of waiting for the company | would be compelled to more than 

Where does Mr. Avent stand? commission check at the end of double my writings to break even 
He stands behind the old eight each month? To me, it sti let alone ‘increase my profits.’ I’m 
ball. Viewed from any angle Mr it has a bad odor, and that’s a mild thinking of more typists, postage, 
Agent stands to lose in the long understatement filing, detail of all kinds not to 
run because of: 1. a lower premium Don’t you see, my gullible friend mention the impossible physical 
per car to work on; 2. a much lower that the whole deal is slanted to burden on myself. If you can re 
commission per car; 8. far more ward one negative that ove olve that one, I'll say you are a 
work; 4. a lowered prestige by shadows every positive it might wizard as well as a brilliant exec 
company billing; 5. a loss of client have, and that neyvative is less con utive 
respect when you demand a check mission 
to the order of the company with My hat is off to Dent Savings Inadequate 
the order, not to mention a signed vho started thi 
application; 6. time lost trying to admits vour ' vill go WI Why don’t the companies admit 
explain the “why” of all this mon wav down AY Savs he: “In vhat is so obvious? Let them quit 
key-business; 7. the extra detail the final analvsis. we doubt that trying to dress up this new ap 
and paper work as new instruc this chanve vy reduce your com proach with the shallow pretenss 
tions or procedure changes are sent mission income on your present of no loss of income because of 
through. (Every renewal, you know husiness more than 1 percent.” . the “savings effected” by new eco 
as well as all new orders must be He thinks the release of time t: nomies such as company poli 
processed under this new pro Mr. Avent for other selling plu vriting, simplified bookkeeping and 
gram); &. the changes in account e saving of business that is heing o on. All these procedure saving 
ing procedure t will offset this commission lo total only 3 or 4 per cent at the 

Don’t forget, Mr. Agent, the pro . “r. even he has ve ; most. A detailed comparison and 
gram for this “cripple” applie nD ith a satisfactorv answer t item by item criticism of this ap 
right now ONLY to automobile iv $64.000.00 aquestior proach appeared in The Inaurance 


clients. Hence you will be operat when I asked: Continued on page 64 
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Freeport Starts 


Financial Affairs 


Check-Up 


Citizens of this Long Island community will get together 


next May for their second annual review of "Personal 


Affairs," a community-wide drive to make individuals 


study their own and their family's financial security. 


66 Y 
OUR Personal Affairs, 


Are They O.K, or N.G.” That head- 
line on their local paper started 
the residents of Freeport, Long Is- 
land, N. Y., on a month-long study 
of their personal finances. The 
headline led off a special edition 
of “The Leader,” which contained 
“Eight pages of facts, 
valuable 


figures and 
information to aid the 
busy breadwinner in the better 
management of his ‘other busi 
ness,’ his personal affairs.” 


May, 


Freeport, as 


1956, was designated, in 
Affairs 
Month, a time when people should 


Personal 


find out what their “fixed assets” 
are, should re-examine their plans 
for investments, and take another 
look at their life insurance. Law- 
yers, bankers, insurance agents, 
securities dealers, accountants all 
cooperated in emphasizing the 
need for a “check up” in personal 
finances. 
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A local insurance consultant in 
Freeport, Horace E. DeLisser, is 
credited with originating the idea 
of Personal Affairs Month, which 
was quickly nicknamed “PAM.” 
He rounded up the support of 
other advisors on financial and 
legal matters and they formed the 
Personal Affairs Institute. 


Non-Profit Organization 
The Institute is set up as a non- 
profit organization which interest- 
ed persons could join in order to 
support PAM and other Institute 

services throughout the year. 
PAM got its first big push when 
a group of Freeport leaders met 
for lunch. On hand were repre- 
sentatives from local financial in- 
stitutions, from the Chamber of 
Commerce, from the local service 
clubs along with the editor of 
“The Leader,” Arthur Hodges, and 
Lawrence Rosenthal, tax attorney. 


Special guest there was Surro- 
gate John D. Bennett of Nassau 
County of which 


part. He endorsed the idea of re- 


Freeport is a 


examining personal affairs, such 
as life insurance, real estate, secu- 
rities, and other assets and liabil- 
ities. But he also emphasized, 
from his experience, the value of 
including wills in this periodic 
check-up. 
With May 
time for PAM, The Institute pre- 
pared a two-page check list which 
determine 


designated as the 


anyone could use to 
where the weak points were in his 
own financial planning. Anyone 
could grade himself on ten differ- 
ent points such as life insurance, 
will, estate tax liability, invest- 
ments. Then he could draw up a 
balance sheet of assets—fixed dol- 
lars, equities, miscellaneous assets 


and liabilities. 


Here's the Check List 

This Personal Affairs Check List 
was printed in full in the special 
PAM edition of “The Leader” so 
that local readers could cut out 
the forms and fill in their own fig- 
ures. As soon as the month start- 
ed, additional requests from out- 
side of Freeport and Nassau 
County came in for copies of the 
check list and other information. 
Soon the Institute was printing 
the list separately and mailing it 
to banks, trust companies, and 
other interested groups through- 
out the country. 

One of the major events in PAM 
was the Elks Club luncheon in 
Freeport on May 15. Guest speaker 
was Donald I. Rogers, financial 
editor of the New York “Herald 
Tribune” and writer on financial 
subjects. Later—on May 20 
Rogers featured Freeport’s Per- 
sonal Affairs Month in his “Busi- 
ness and Finance” column in the 
“Herald Tribune.” He said that 
PAM “can constitute a major con- 
tribution to the family life of the 
town.” 

“It seems,” Rogers wrote, “‘to be 
an American characteristic to de- 
vote most of our energies to earn- 
ing money without giving much 
serious attention to handling it 
after it is earned.” 

Now the Institute leaders report 
PAM is well established in Free- 
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port and has been given much at- 
tention in other parts of the coun- 
try. Also there have been in- 
quiries from abroad with Montreal 
and London newspapers asking for 
information. 


Observance Next May 


PAM and the Institute are get- 
ting ready for the observance of 
PAM next May. Then the Insti- 
tute will invite Freeport and all 
of. Nassau County as well—popu- 
lation about one million—to take 
part. Check lists will be distrib 
uted widely in advance to be avail- 
able in stores, banks, and offices 
throughout the community. 

In the meantime, the Institute 
has kept interest alive in Free- 
port with a “Community Get To- 
gether and Security 
Seminar” on November 14. Local 


Financial 


people gathered then for dinner 
and discussion, Three speakers led 
by Surrogate Bennett gave reports 
on PAM’s results. Then the meet 
ing was thrown open for questions 
to be answered by a panel of local 
professional men. 


Growing Interest 


The growing interest in PAM 
both inside and outside Freeport 
points to more “personal affairs’’ 
activities next year. At the meet 
ing in Freeport in November, three 
or four bank officers, the senior 
partner for an investment house, 
a CPA from New York City, and 
a consultant on pension plans all 
took part in the Community Get 
Together. 

Mr. DeLisser tells THE SPECTA 
TOR that he feels sure at least two 
other communities in other parts 
of the country will observe Per 
Affairs Month next May 
Many others have written for in 
PAM. At the 


same time an expanded program ji 


sonal 
formation about 


planned for Freeport next May 
More literature is being printed 
for distribution then; more local 
organizations will include PAM in 
their May meetings 

Anyone interested in learning 
PAM may use THE 
SPECTATOR’S handy reply card. Cir 


more about 
cle 52 on the card on pages 33 and 
34, sign your name and address 
and the information will be sent 
to you promptly 
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10 POINTS IN THE 
PERSONAL AFFAIRS CHECK-UP 


In Your Family's Interest 
You Should Review . . . 


Your present life insurance policies 
plans and provisions; 


Your wishes for your business or pro 
fession; 


Your will and also your wife's will 


Your present estate tax liability 


The advisability of gifts (for tax ex 
emptions and exclusions) 


in Your Own Interest 
You Should Review ... 


6 Your present business agreements, 


and business life insurance 


Your present plans for your future 
, financial independence; 


Your company's present employee 
8 benefit plans; 


9 Your present investments 


10 The advisability of ‘wife insurance.’ 


Below, check list of personal assets used for Personal Affairs Month in Freeport 


Professional Consultants 
ASSETS: 
A. “Fixed Dollar” 
Annual 
Income 1. Cash 
A—On Hand 
B—In Checking Account 
( In Savings Account 
2. Investments 
A—High Grade Bonds 
B—Preferred Stock 





3. Life Insurance Cash Value 


1. Mortgages Owned 


B. “Equities” 

1. Home 

2. Busine Inter 
3. Securities 

A—Income Producing 


B—Non-Income Producing 


1. Real Estate 
C, Mise. Assets 
1. Household Furnishings 
2, Personal Property (Furs, 
ewelry, cars, boats, etc.) 
3. Vested Value of Per 
or Profit Sharing Plan 
4. Other Asset 
(Notes Receivable, ete.) 


TOTAL 


LIABILITIES 

Annual 

Interest 

$ 1. To Banks 
2. Mortgages Payable 
3. Life Insurance Loans 

A lo Banks 
B—To Companie 
4. Other Liabilities 


(Notes payable, etc.) 





TOTAL 
NET WORTH 


(Assets Leas Liabilities) 


GROSS TAXABLE ESTATE 


Net Worth 
Net Life Insurance 
(Face Amount Less 


cash Vvaiue) 


TOTAL 


d assets under nam 


For your own information and satisfaction 


for discussion with your 
for attachment to your will 


1956 Asof 


My Wife's In My 
Name* Name* 


e of the one who actually provided the funda 
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Plan for Smaller Business 


Phoenix Mutual Life will enter 
the yroup insurance market in 1957 
with a policy for 
the firm with a 
few as ten people 
Kiven for a group 
us small as thi 
the company said, 
up to $10,000 will 
be written on an 
individual without evidence of in 
surability 

Waiver of premium in case of 
disability is included in the plan 
Among optional features are an 
accidental death and dismember- 
ment benefit and weekly indemnity 
it CHUSe of accident or sickness 
Premiums may be paid entirely by 
the employer or by both the em 


ployer and employee 


For Vurther Loformation Cirele 255 on Card 


New Life Forms Issued 

Three new life contracts have 
Atlantic Life, 
Included are the 


been released by 
Richmond, Va 
Protector, the 


Special and a $25,000) minimum 


Term Kxecutive 
ordinary life form 

The Term Protector an an 
nually reducing term plan not re 
quiring a base policy—-may_ be 
written on 10, 15, 20, 25, or 30 
vear bases. The $25,000 minimum 
life is aimed at large buyers con 
cerned with permanent protection 
at lowest premium outlay. 

The Executive Special is a 10 
pay life plan designed for in 
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dividuals in high income tax 
brackets. This contract is issued 
in amounts of $25,000 or more. 


For Further Information Cirele 254 on Card 


New Preferred Policies 


Three new policies 
Home 
Life. To be issued in amounts of 
$10,000 or more are the Preferred 
Whole Life, Modified Life and 30 
Payment Life plans. 
According to the company, the 


preferred 


were released recently by 


new preferred contracts permit 
the qualified applicant to provide 
extra life insurance income for 
his family with each premium dol- 
lar invested. 


For Further Information Cirele 255 on Card 


Policy With Graded Premiums 


A new contract by Continental 


Assurance operates partly on the 
imple merchandising theory that 
people will buy more of a $.79 item 
if it sells for two for $1.55 or three 
for $2.30. As the total price for 
more items increases, the cost pe} 
item decreases, 

An ordinary life-non-par gradu 
ated premium policy, the contract 
will be sold above $4,000 by units 
of $1,000. The price per $1,000 of 
coverage will decrease as more and 
more units of protection are nur 
chased up to $500,000. 


For Further Ioformation Cirele 256 on Card 


Simplified Pension Trust Plan 


A pension trust program for 


companies with 10 to 100 employees 


has been developed by Connecticut 
General Life. Included in the pro- 
yram are a retirement income con- 
tract for fully insured plans and a 
life-full-paid-at-85 policy for auxil- 
iary fund type plans. 

According to the company, a sim- 
plified approach to underwriting 


requirements is used, depending 
upon the number of lives and vol- 
ume of insurance involved. Maxi- 
mum amount on one life under 
simplified underwriting will be 
$25,000. 


For Further Information Circle 257 on Card 


Monthly Debit Family Policy 


A new monthly debit ordinary 
Family Policy has been announced 
by Prudential. Similar to the regu- 
lar ordinary Family Life Policy, 
this contract has the amount of 
whole life insurance on the husband 
as $3,000. Regular ordinary form 
has $5,000 to $15,000 on husband. 

The monthly premium for the 
new contract depends only on the 
age of the husband and not on the 
ages of other members of the fam- 
ily. A family must consist of at 
least a husband and wife, both in- 
surable, to be eligible. Foster chil- 
dren will not be included. 


for Further laformation Cirele 258 on Card 


Telephone Service Liability 
A telephone secretarial service 


liability policy is now. available 


from Fireman’s 
Fund Group. Cov- 
erage is provided 
for negligent acts, 
errors or omissions 
taking place dur 
ing work for 
others as a_ tele- 

phone secretarial service. 

The premium is based on a rate 
of $10 an operator. Basic limits are 
$25,000 a claim and $25,000 annual 
aggregate. This contract is written 
with a deductible of $100 a claim. 

Not covered are liability assumed 
by insured under contract or agree- 
ment: libel or slander; fraudulent, 
dishonest or criminal act by in 
sured or employee of insured, or 
loss or expense due to war or revo- 
lution. 


For Further Information Cirele 259 on Card 


Continued on page 30 
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foted te laalolt-tame f-tilelar-t-m 
new $25,000 minimum 
J ok -ceott-tmmelaeiial-te Amlil— 
is really “tops”! 


Designed to meet the 

needs of business and 
professional men and 
women who require more 
life insurance, this new 
policy is available to 

both men and women, ages 
10 through 70. It has a 


guaranteed low level 





premium, a low 


guaranteed net cost, and 





is issued to both standard 
and substandard risks up 
to 500% mortality 

Table “P’’). It also offers a 
full range of settlement 
options. Family Income or 
level term riders may be 
added. AND there is 

no reduction in the 


commission scale, 

















*The Columbian National Life Insurance Company 
Home Office: Boston, Massachusett 
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Contracts and Policies 


Continued from page 28 


New Coverages in Auto Contract 


Mutual, 
Wash., has added uninsured motor 


Northwestern Seattle, 
ist coverage and accidental death 
and disability protection to a new 
auto contract. The company’s Fam- 
ily Liability policy will remain 
combined with this broadened Fam- 
ily Automobile policy. Uninsured 
motorist protection will be avail- 
able at $5 for 5/10 and $5.75 for 
10/20 coverage. 


Vor Further Information Cirele 260 on Card 


Protecting the Family Car 


Protecting the family car is the 
main job of the new automobile 
policy as issued by Standard Acci- 
dent Insurance. Broadened provi- 
sions cover vehicles owned by an 
individual or by the insured and 
spouse 


Vehicles include: 1 


senyer cars; 2. a station wagon or 


private pas- 


jeep type auto; 3. so-called “utility” 
automobiles with a load capacity of 
1500 pounds or less of the pick-up 
body, sedan delivery or panel truck 
type, and 4. trailers used with pri- 
“utility” 
type trailers not operated for com- 


vate passenger cars or 


mercial purposes. 


For Further Information Circle 261 on Card 


New Booklet Policy 


The new family automobile policy by In- 
surance Company of North America is pre- 
sented in a horizontal booklet form. On the 
inside front cover is a built-in pocket to 
hold declarations and service card listing 
all claims offices. Assembled, the packet is 
enclosed in a regular window envelope for 
mailing to insured. 


For Further Information Circle 262 on Card 


Meridian Mutual's Pacemaker 

A Pacemaker automobile policy 
with broader features was recently 
introduced by Meridian Mutual In- 
surance. This gives liability cover- 
age for relatives of insured driving 
in hired cars and in private passen- 
ger automobiles not furnished for 
regular use. 

In addition, the contract requires 
that persons entitled to medical 
payments in event of death be paid 
the full limit of medical payments 
as well as liability coverage special 
death benefit of $50 to named in- 

ured and/or spouse. 

Other provisions include: cover- 
age of legally parked car damaged 
against 
damage resulting from the render- 


by collision, protection 
ing of first aid either by or to an 
insured at time of automobile acci- 
dent, and coverage for tires dam- 
aged by fire, malicious mischief or 
vandalism, or stolen. 


For Further Information Circle 263 on Card 


Broadened CPA Policy 


A revised and broadened account- 
ants professional liability policy for 


COVERAGE MAY BE ADDED TO 
PEERLESS SPECIFIC DISEASE POLICY* 


Cancer Rider 
to insured’s 60th birthday (not to exceed $1,000 
when treatment originates after age 60), covers 
payments for hospital, physician, licensed 
nurses, patient transportation and iron lung 


when treatment originates prior 


in adition to coverage for Polio + Spinal 
Meningitis + Diphtheria + Scarlet Fever - 
Smallpox + Rabies + Typhus + Tetanus + and 
Trichinosis —9 of mankind's most expensive 
diseases. Plus Optional Cancer Coverage 


»ntal per individual. After waiting period (6 days 
Small annual premium, including new Optional enna costa eesiacee ates hain salad : 


Cancer Rider, only $10 Individual, $15 Husband 
and Wife, $20 Entire Family for benefits not 
to exceed $10,000 on the Specific Disease 
Policy and not to exceed $2,000 under Optional 


except for Cancer, 90 days), policy pays expenses 
from lst day that disease manifests itself 


Write for full details today! Make this popular, 
modern policy your #1 business getter! 


*Policy No. PAH 165-2-R, Available in States where filed and approved. Optional Cancer Rider PAH-791 


PEERLESS 
Susuraunee Company 


KEENE. NEW HAMPSHIRE 
A MULTIPLE LINE COMPANY 
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CPA’s has been announced by 
North America Companies. Major 
coverages added at no change in 
premium include protection for 
civil libel, slander and defamation 
of character, and permission to 
change partners or business opera- 
tions without affecting the validity 
of the existing policy. 

Also in the policy are provisions 
covering employees for claims or 
suits charging neglect, error or 
omission in performance of pro- 
fessional services and payment of 
costs in addition to limit of liabili- 
ty. Endorsements are available to 
give individually retiring partners 
notification period extensions and 
to provide for prior acts coverage 
which would not be available under 
the policy. 


for Further Information Circle 201 on Card 





WHAT THE NUMBERS MEAN 


If you would like more Infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card on pages 
33 and 34 the number or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 











Protection for Newspaper Boy 

Insurance for the newspape 
carrier boy has been introduced 
oy American Cas- 
ualty of Reading 
Termed by the 
company “Youth 
surance,’ the spe 
cial program pro- 
vides 24-hour-a- 
day accident cov 
erage for the paper boy with an 
established route. 

The policy covers only accidents 
but may be written to include polio 
protection. Among benefits avail 
able are dismemberment and acci 
dental death, weekly disability in 
demnity, hospital room, board and 
other expenses, physician and nurse 
fee, and dental expense 


For Further Information Cirele 202 on Card 


Contracts and Policies Notes 
Atlantic Companies have re 
vised rates on personal property 
floater policies which do not re- 
quire coinsurance on unscheduled 


property. 
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CAC scores 
with brand new idea! 


A sensation is sweeping the life insurance field following 
CAC’s introduction of its new, original, first and only 
Graduated Premium Policy 


Ihe principle is so simple, so fair, so sale 
able. The more you buy, the less per $1,000 
it Costs. 


This is,not a “minimum policy” plan. Small cases or big, 


’ 


it fits. Available substandard, too, and from ages 10-75 


Compare this policy, old rates against new 
It has the magical effect of reducing a man's 
insurance age! At $5,000, the “roll back” is 
about one year (age 45); about four years 
at the $50,000 level. In short, we can now 
say to buyers, “Mister, now you are younger 
than you think 


Only CAC no one else has it! A handy pocket refer- 
ence manual supplement is yours for the asking 
just because we would like for you to know what CAC 
is doing. 


Now available in most states 


Continental 
ASSURANCE COMPANY 


A National Life Insurance Institution 
310 South Michigan Avenue * Chicago 4, Ill. 








Life Cycle of a Character” 





The UNITED STATES 
CASUALTY COMPANY 


is pleased to announce that its un- 
derwriting and service facilities 
have been extended to include 
General Fire Lines. 


January 1956 December 1956 


FAREWELL, MR. SPECTATOR. This month Mr. Spectator re- 
tires from his post as the central figure on our magazine's cover. 
From his birth last January, he has toddled through adolescence, 
wandered through middle age, and reached maturity as Father 
Time. 

It's quite a tribute to Artist Jim Naughton that, in all of 
these twelve phases, Mr. Spectator has maintained a lively 
Home Office familiarity while portraying a particular message for each 
month, Although Naughton will continue to create the maga- 

, , te zine's cover drawings, Mr. Spectator—the cartoon character— 
60 John Street New York City will be retired to the ail mothballs from which he came. 

However, Mr. Spectator—as an insurance news analyst— 
will continue at appropriate spots in your MIIBM—your Most 
Informative Insurance Business Magazine. Look for him next 
month to renew his predictions for the year ahead 
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WHEW!... 


Sure keeps a fellow on his toes nowadays, 


doesm’t it? 


‘amily policies, weekly Ordinary, monthly 
Industrial, variable annuities. split dollars. small 


group. jumbo group. 


And also just plain old-fashioned Life Insur- 


ance. of which we sell some. 


Mery NATIONAL LIFE 
Gay = AND ACCIDENT 


HOME OFFICE NASHVILLE, TENNESSEE 
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Executives Bookshelf 


Uniform A & H Terms 


A book of terms used D insural ompanies for lden 


tifying procedures surgical expen ince has been 


prepared for sale at 7 by the Healt 
“Surgical Procedures: Classificat 
is a guide for those who handle 
policies. The book does not attemp 
fees to be charged for operations 
By standardizing terms and 
will also help the underwriting departmen The numeri 
cal code assigned to various pro ires permits the publi 


ed te tatistical 


cation to be adap 


bor burther Information Cirele 


Rehabilitating the Disabled 


The latest findings on rehab 
detailed in a 96 page book recent 
for the ¢ rippled and Disabled, Ne 
tation Trend Midcentut 19 n 1e philosoph 
policies, operational t ids an La ( modern rehabili 
tation. 
The volume ’ more lal hotographs and 
llustration 
patterns and trend 
experienced 
include dis¢ 
habilitation 
agement to 
client programs 
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Income, Estate Taxes Analyzed 


The 1956 edition of “Fundament f kKederal Income 


irfance 
J.5.D., CLU 
Material 


Continued on next page 
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Bookshelf (Continued) 


ally with sources and structure of the federal tax law. 
Parts 2, 3 and 4 cover basic concepts of federal income, 
estate and gift taxes. Part 5 discusses coordination of 
estate settlement arrangements. 


ia 


- 
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A & S Underwriting Guide 


A handy risk evaluator to be used by the agent right at 
the time of the application has been announced by the 
Accident and Sickness Bulletins department of the Na- 
tional Underwriter Company. 

This Accident and Sickness Field Underwriting Guide 
lists more than 800 diseases, impairments and conditions 
alphabetically in its 60 pages. Author of the text is J. 
Hesser Walraven, assistant to the president of Craftsman 
Insurance. 
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UAUUUUUUUUUUUUUULLAII “The World of Mathematics” 
A superb addition to the home or office library of any- 


one interested in mathematics is a new collection of four 
books titled “The World of Mathematics.” Edited, with 
biographical and explanatory commentaries by James R. 
Newman, the books present a collection of articles on 
mathematics from the Rhind Papyrus of Egypt to Ein- 
stein’s theories. 

Topics run the gamut from Archimedes on “Poppies 
and the Universe,” to Galileo, Helmholtz, Aldous Huxley, 
and C. V. Durell’s popular explanation of Relativity. 


For Further Information Cirele 278 on Card 
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“Management and Taxes” 

“Management and Taxes,” a special report by the 
American Management Association, describes how typical 
firms have organized their tax departments, how these 
groups are administered, and what bearing their work 
has on management decisions. 

Especially designed to tell the executive how to recog- 
nize trouble spots in advance, the report also includes 
discussions of tax problems in purchasing, sales manage- 
ment and employment compensation. A report by Con- 
gressman Thomas B. Curtis on ‘a federal tax policy for 
economic wealth and security” is included. 
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IBM 


announces the 


650 








“single step” data processing 


...newest concept in business record-keeping! 


“SINGLE STEP” data processing 
means the ability to process each trans 
action as it occtirs—at the same time 
updating every related record on file! 

rhis revolutionary new record-kee p 
ing concept is made po sible through 
the exclusive features of the IBM 
random access memory. With a ca 
pacity of 6,000,000 to 24,000,000 digit 
of business facts and figures, the IBM 
650 RAMAC can put the finger on any 
fact instantly 


. for processing or re ad 


DATA PROCESSING 


Disk units, of 6,000,000-digit 
capacity each, transform this 
IBM 650 “Electronic Work- 
horse” into a “single step” 
data processing system for 
business and industry 
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ELECTRIC TYPEWRITERS 


ing out vithout time-consuming 
seuare hing or sorting! 

At interrogation stations of the 650 
RAMAC, direct inquiry can be made 
into this tremendous memory file 
Phrough automatic typewriters at these 
locations, the system instantly pro ides 
imswers to pecific que tions that re 
Hect the latest transaction against 
mventory, customer accounting 
iccounting record 

With these updated fact 


Hiadhbage 


TIME EQUIPMENT 





ment decisions are upported by the 


full weight of current busine ) happen 
ings! lo bring your company up-to-date 
or thi lite { development ( ill vou! 


local IBM re presentative or write to 


Lire | KANCKH DEPAHTMENT A% 
International Busine Machines Cory 


590 Madi 1 Ave v« York 22,N. ¥ 
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SHOE CORPORATION OF AMERICA 


COLUMBUS, OCHIO 


protects its property CAdomddically... gets hetter 
FIRE and BURGLARY protection and... 


SAVES $11,000 A YEAR 


Innis Road Warehouse 
and Factory 


We have used ADT Automatic Protection 
Services in Columbus for twenty years. When 
we built our new warehouse recently, ADT 
Protection was “automatically” included in our 
plans. We believe that it is giving us the best 
possible protection against fire and burglary, 
as well as saving us up to $11,000 annually for 
our two locations. 


Office and Warehouse 


srald C ott 2 " 
Gerald Corbett, Insurance Department Masih Baurth Strect 


Mr. Corbett’s statement attests the exceptional efficiency and 
economy of ADT Automatic Protection in helping to assure con- 
tinuity of operations. Both Columbus properties are protected by 
combinations of Central Station Sprinkler Supervisory and Water- 
flow Alarm, Burglar Alarm, and Heating Supervisory Services. 


Thousands of business executives from coast to coast express sim- 
ilar satisfaction because they know that ADT Automatic Protection 
gives greater security for property, profits, and employees’ jobs than 
other methods, and at less expense. 


Moy we show you what ADT ean do for you? 


Whether your premises are old or new, sprinklered or unsprinklered, 
an ADT specialist will be glad to show how combinations of auto- 
matic services can protect your property. Call our local sales offices 
if we are listed in your phone book; or write 

to our Executive Offices. 


Controlled Companies of Visit the ADT Exhibit 
AMERICAN DISTRICT TELEGRAPH COMPANY Booth 1447 


Plant Maintenance and 
A NATIONWIDE ORGANIZATION Engineering Show, 
Executive Offices: Cleveland, Ohio 
155 Sixth Avenue, New York 13, N. Y. January 28-31, 1957 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


Agents Can Make More Money 


“How Can I Make More Money 
as an Insurance Agent?” is the 
title of a new pamphlet published 
by Royal-Liverpool Group. Infor- 
mation is presented on a school 
conducted by the Group for agents 
desiring a multiple line founda- 
short 


tion in a concentrated 


course. Conducted annually, the 
school offers a seven-week course 
with daily classes from 9 to 4:30 
for a total of about 200 hours of 
classroom work. 


For Further Information Cirele 34 on Card 


Preparing Child for School 

To help parents prepare their 
youngsters to enter school is the 
booklet 
School,” recently released by the 


“Looking Forward to 
Equitable Life Assurance Society 

It discusses the child—-his prob 
lems, needs, personality and physi- 
cal development—and explains 
what the parent can do to aid the 
child in adjusting to school with 
its new adults and children. Re 
lated topics such as the value of 
a good breakfast and benefits of 
PTA membership are also pre 
sented. 


For Further Information Cirele 45 


Small Flashbulb Camera 


The Kodak Signet 40 camera, a 
moderately-priced miniature in a 
new design for the experienced or 
beginning business or industrial 
photographer, has been announced 
by Eastman Kodak. A unique fea- 
ture of the Signet 40 is integra- 
tion of camera and flashholder 
into a single unit. 

The 35mm camera has two in- 
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terchangeable flash reflectors pro 
vided to deliver peak efficiency 
from midget flashbulbs now fre 
quently used with the company’s 
new “ultrafast” films. Weighing 
just one pound, the price of the 
camera includes flashholder and 
two reflectors. 


For Further Information Cirels tO on 


Microfilm Reader Enlarges 

A new microfilm reader by Film 
Folde1 
Company will make large prints of 


sort Division of Dexte 


microfilmed documents by direct 
projection of the film image on 
photocopying paper. In addition 
to enlargement work, the desk-top 
model serves as a viewer and 
printer with 
jacket cards. 


For Further Information Cirele 47 


aperture cards o1 


High Speed Envelope Stuffer 
stuffer 


that can be set up in minutes and 


A high-speed envelope 


operated by the 


averaye offic ( 


worker with what the compan 


il] “nerfect contents” accuracy 


ha been deve loped by Pitney 
Bowe 


‘I he mac h ne collate and est 
enclosures, opens and stuffs en 


‘ ] ] 
velopes, Counts, seals and power 


tacks the 


prints may be optionally 


mailing. Postage im 
tamped 
in the same continuous operation 
Output speeds range up to 6,000 
an hour. 


For Further Information Circle 48 on Card 


Single Cycle Mimeograph 

A. B. Dick has introduced what 
it terms the first single cycle elec- 
tric mimeograph. The mode! dif- 


INSURANCE 


USE REPLY CARD ON PAGE 33 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail 

This reply card is not an order blank. 
It merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 











fers from conventional electric 
mimeographs in that it may be 
turned exactly one revolution 
Pressing a foot switch activates 
an electronic device which turns 
the cylinder once and stops it in 
proper position to receive the next 
sheet of This 


eliminates the need for the opera 


paper correctly 


tor to feed a card or sheet by 
hand as in a standard machine 
designed primarily for continuous 


operation 


For Further lLafermation Cirele 


Phone with Automation 


An automatic control that elim 
inates the need for manually op 
erating any controls during con 
versation is featured in the new 

uper Chief 
7700 Talk-A-Phone recently intro- 
duced by Talk-A-Phone Company. 

What the firm terms “built-in 


Automation Series 


automation” provides for auto- 


matic voice control, automatic 
traffic contro! and automatic moni- 
toring signal, as well as closed 
This “built- 
in automation” makes it unneces- 


sary to use the talk-listen control 


circuit conferences 


as in earlier models, according to 
Continued on page 38 








The Pioneer Organization 


COATS 
URCHARD 


COMPANY 
Chicago 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


Depreciation Studies 
Property Ledgers 


4413 Ravenswood Avenue 
Chicago 40, Illinois 











bine Letterheads & Business Cards Since ae 


How’s your 
letterhead? 


Get your free copy of Letterhead 
Logic, our brochure containing a 
list of letterhead ‘“‘musts’’, Check 
your stationery against this list, 
which has been prepared by ex- 
perts for your guidance, 

Learn how HILL, with its 42 
years experience, can create a new 
letterhead with greater sales ap- 
peal! See how HILL can give you 
stationery you'll be proud of; that 
reflects the prestige of your com- 
pany ; that costs surprisingly little! 

Letterhead Logic \s free to users 
of 5,000 or more letterheads yearly. 
For your copy, just jot down the 
amount of stationery you use on 
your present letterhead, and mail. 


If it's worth seeing, put itona Hill 


R.O.H HILL, inc 


270 8-12 Lafayette Street 

New York 12, New York 

Please send a free copy of LETTERHEAD LOGIC We use 
letterheads a year 

Name 

Company 

Address 

City Zone 


State 
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Continued from page 37 


the company. The voice automati- 
cally operates the talk-listen con- 
trol for user. 


Vor Further Information Cirele 40 on Card 


Billboard for Car Bumper 


An 
on an automobile bumper carries 
the message of agent or company 
everywhere the car is driven, ac- 
cording to the Bumpa-Tel Sign 
Company. Available in two sizes, 
3umpa-Tel signs measure 40 by 
12 inches (petite) and 40 by 17 
inches (regular). 

“Custom” signs are installed by 
brackets between 


advertising billboard fitted 


mounting steel 
bumper guards and rear bumper. 
Designed to fit a specific make and 
model the 
comes off or goes on in five sec- 
onds after original installation. 

For Cirele 41° on 


car, “custom” sign 


Further Information Card 


Tools for Layout Artist 

A photoguide and an inch-pica 
conversion ruler have an- 
nounced by the John Warner Com- 
pany. The photoguide is a trans- 
parent plastic sheet 8 by 10 inches 
with either picas or inches marked 
off along width and length. The 
ruler combines both inch and pica 
instant reading of 


been 


scales for 
either. 
Serving also as T-square and 
triangle, the photoguide is 
signed for workers in the graphic 
arts field who plan or prepare type, 


de- 


artwork, or photos for reproduc- 
tion. Of opaque Vinylite 124%, by 
1'2 inches, the ruler is for use by 
editorial, layout, art, production 
and makeup departments. 


For Further Information Circle 42 on Card 


Typewriter Reads and Writes 


An 
cently 


electronic typewriter, 
released by International 
Business Machines, is described 
as the first electric typewriter 
which “reads” business forms and 
does all the tabulation setting for 
the typist electronically. 
Three other products to 


re- 


‘ac. 


trend toward office 
and plant automation” are the 
RAMAC and RAM 650 and the 
automatic production recording 
equipment. The RAMAC and RAM 
650 are electronic data processing 
units with IBM’s “juke box” mem- 
ory—a stack of disks that stores 
millions of facts and figures less 
than a second from management’s 


celerate the 


reach. 

The automatic 
cording equipment, or APR, is the 
first machine automati- 
cally to extract data from assem- 
bly lines, the company, 
and process it in a form suitable 


for quick management action. 
13 on Card 


production re- 


system 


reports 


For Further Information Circle 


Water Tanks as Fire Protection 

What size water tank does my 
plant need? How is the piping 
arranged? What heater capacity 
is needed? What should I know 
about periodic maintenance? 
These and hundreds of other ques- 
tions are answered in Factory Mu- 
tuals’ new bulletin “Water Tanks 
for Fire Protection.” 

The guide is designed to advise 
on the selection, installation and 
maintenance of water tanks. Top- 
ics covered include preparation 
for repainting, earthquake resis- 
tant construction, foundations and 
pressure tanks. 


For Further Information Circle 44 on Card 


Theft Prevention Aids 


Underwriters, agents and brok- 
ers now handling multiple block 
policies, particularly fire under- 
writers, may obtain from Babaco 
Alarm Systems, information on 
various aspects of insuring goods 
in transit plus theft prevention 
aids. Insurance men wishing such 
data may be placed on the mailing 
list for the monthly “Babaco 
News” and other theft prevention 
literature. 


For Farther Information Circle 45 on Card 


Leather Policy Wallets 

Policy wallets described by the 
firm as “new and different’ have 
the Larick 
Company. Over- 


been announced by 
Manufacturing 
sized wallet has wide zipper bind- 


ing to increase capacity, is fully 
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bound to insure protection to poli- 
cies, and contains eight acetate en- 
velopes for display of as many as 
16 policies. 

In addition to zipper styles with 
fewer acetate envelopes, the com- 
pany has strap style policy wallets 
in leather and simulated leather 
with varying numbers of the clear 
display envelopes. The wallets are 
available in lots of six, 12, 25, 50 
and 100 at decreasing unit prices. 


For Further Information Circle 46 on Card 


25-Year Reminder Calendar 

A 25-year, reminder-type wall 
calendar with changeable monthly 
calendar cards has been designed 
for lifetime use by L. D. Blehart 
Company. Called Sked-U-Cal, the 
unit provides large date spaces for 
eraseable notes. 

Sked-U-Cal is constructed as a 
lacquered backboard of processed 
wood to hold a complete set of 
monthly calendar cards and to 
serve as a channel for sliding 
cards to left or right. Cards are 
of cardboard printed on one side 
with dated boxes for notations. 

Memos are written with black 
or colored marking pencils and at 
end of month are wiped clean with 
a cloth or tissue. Namecards are 
keyed by letters to the correct 
monthly calendars for the next 25 
years. 


For Further Information Cirele 47 on Card 


Check-Record System 


Continental Casualty has an 
nounced a check-recording system 
that includes a slip to be filled out 
for the retailer by the check- 
cashing customer. According to 
the company the “check record” 
facilitates stoppage and reissue of 
missing checks 

On the slip the customer lists 
date, check 


bank, issuing party and, where ap 


his name, number, 
plicable, credit number. He pre 
it with the check to be 
cashed. The retailer retains the 


sents 


slip until the check has “cleared,” 
eliminating need for bulky per 
manent records. 


For Further Information Cirele 48 on Card 


Interchangeable Display Folders 
Mikafilm protector sleeves, the 
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plastic folders to hold visual aid 


papers, are now made for three, 
six, seven or multi ring binders, 
according to Cooks’ Inc. The “win- 
called Ful-Vu Uni- 
supplied in standard 11 


dow sleeves,” 
vis, are 
by 9 size in either .003 or .005 
Mikafilm. 

In addition to the standard black 
and white mounting sheets, the 
sleeves are available with pre 
gummed graph-ruled 
sheets. The 


feature is permitted by 21 ring 


mounting 
interchangeability 


holes punched along one side. For 
instance, if a multi-ring notebook 
becomes filled to capacity, a three 
ring book will accommodate the 
sleeves. 


For Further Information Cirele 49 on Card 


Tax Relief for Forgotten Man 
“At Last—Tax Relief for the 
Forgotten Man” is 
let by 
Review Service that explains how 


a $2-page book 
Insurance Research and 
disability premiums and benefits 


are treated under the Internal 
Revenue Code. 
Here are presented answers to 


What is 
a “plan?” What are the three-way 


questions such as these: 
tax advantages? How can “plans” 
vary? What is an “accident?” 
What does 


What are advantages of 


“absence from work’”’ 
mean? 
an insured plan? Based on the 
latest regulations, the publication 
contains examples, motivating 
sales ideas and important defini 
tions 


For Further Information Circle 50 on Card 


Bank Loans Exceed Deposits 


American individuals and cor 


porations are borrowing from 
banks at a much faster rate than 
they’re increasing their deposits 
This is one of financial 
facts disclosed in the final 1956 
edition of the Rand MeNally In 


Directory 


many 


ternational Banke) 

Issued twice yearly, the direct 
ory contains detailed data on 
every bank and trust company in 
the U. S. and foreign countrie 
behind th 


including some nation 
Iron Curtain. Listed are name 
bank officers 


, correspondents 


condensed tate 
ment and organ 
izational affiliation 


For PFurther Information Cirele 51 








‘Discover 


ar 


. . . What Estey Open 
Shelf Filing can do for 
your File Department! 


More than any others, Insur 
ance Firms know that condens 
ing all existing records into 
less than half their present 
floor space is large-scale sav 
ing of space and money! The 
increased accessibility and ease 
of finding and filing mean tre 
mendous saving in time! 


Write Dept. S for the complete 
story on Estey Open Shelf Filing! 


c oR POR A 


350 Broadway New York 13, N.Y 
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Action of Insured After Fire Loss 

In the April 1956 issue of THE 
SPECTATOR, we reported the case of 
Happy Hank Auction Co. v. Ameri- 
can Eagle Fire Ins. Co., ete., 286 
App. Div. (N. Y.) 510. The case 
has been further appealed and, be- 
cause of its importance, we feel it 
should be reported up-to-date. 

The insured was a corporation 
furniture 
1953, a 


fire occurred on its premises and 


engaged in the retail 


business. On December 7, 


its property was damaged. There 
were a number of fire policies cov 
ering the property. When the par- 
ties were unable to adjust the 
claim, an action was brought by 
the insured on the policies. 

The first cause of action in the 
complaint asked for an appraisal 
to determine the amount of loss. 
The second cause of action sought 
a money judgment in the amount 
of the appraisal or, the alternative, 
the face amount of the _ policies. 
The defendants set up defenses of 
fraud, false swearing, concealment 
and noncompliance with the terms 
of the policies. 


Proof of Loss Submitted 


The plaintiff-insured had sub- 
mitted a proof of loss to the de- 
fendants for the alleged damage 
to merchandise, fixtures and lease 
hold improvements. A substantial 
portion of the claim consisted of 
merchandise burned “out of sight.” 
An oral examination under oath of 
the insured was conducted by the 
companies pursuant to the policy 


provisions. The insured claimed 
that its books of account had been 
lost in the fire, except for some 
loose leaf pages covering a period 
of about a year before the fire. One 
of the pages purported to be the 


current inventory account from 
the general ledger. This page con 
tained one lone entry, showing 
merchandise inventory figure as of 
January 1953 

The companies demanded copies 
of the tax returns to substantiate 
the inventory which the insured, at 
first, refused to furnish. Later the 
insured agreed to furnish the tax 
returns and other data. but then 
equivocated. The insured asked to 


be re-examined and on the _ re- 
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werdict... 


By LUKE A. BURKE 
Member of the New York Bar 


eXamination announced that it was 
amending its proof of loss by with 
claim for 
out-of 
refused 


drawing therefrom its 
burned 
ight. The plaintiff then 


O answer any question or produce 


the merchandise 


? 
any bills, tax returns, ete 
to the 
grounds that the amended 


, relating 
out-of-sight loss on the 
proof 
of loss made the questions and de 
mands immaterial 

The defendants made a motion 
for summary judgment contending 
that the concealment and non 
compliance rendered the 
oid. The New York 
denied the defendant 
they appealed 

The Appellate Divi 
and held the 


these observation 


p die le 
Supreme Court 


motion and 


policie 


“An insured undeniably has the 
to amend or withdraw part 

of hi proof of loss, | ty » doing 
he does not foreclose the lrance 
company from attempting to prove 
that the withdrawn part of the 
original claim was false or fraudu 
lent. The 
policies involved 
that they are voided by 


misrepresentations made before or 


tandard fire ilrance 
here all provide 


material] 


after a loss. ‘The contract of insur- 
ance being entire and indivisible, 
i cause of voidance or forfeiture in 
respect to a part of the property 
nsured affects the whole contract.’ 
Atlanta Home In- 
urance Co., 61 App. Div. 350 


Fitzgerald v. 


356). This follows without regard 


to whether or not the insurance 
company has actually been deceived 
or injured by the false swearing 
“If defendants could prove that 
the original out-of-sight claim, al 
though withdrawn, was fraudu 
plaintiff's 


The statutory 


lent, they could defeat 


claim in its entirety 
clear in the policy pro 


shall 
the insured has wil 


purpose is 
vision that the ‘entire policy 
be void if, 
fully concealed or misrepresented 
or in case of any fraud or false 
(Pole y 
Insurance Law Cer 


wearing’ Lines 1-6, See 
tion 168, 
tainly the 


tended that ra 


levyislature never in 
policyholder could 
file a vollen claim and thereafter 
adroitly 


claim by casting off the fraudulent 


preserve his legitimate 
portion if the Insurance company 

poor of the fraud 
there would he little 


ame upon the 
On that basi 


risk and no penalty.” 


Insured Appeals 


The insured then appealed the 
ecision to the Court of Appeals 
ich modified the decision to this 


ent 


“We agree with the Appellate 
Division that plaintiff cannot have 
performance of the ap 
as to the 


pecific 
praisal covenant, but 
other question (alleged willful and 
material concealments and refusal 
we hold that these 
are triable issues of fact 

Continued on page 42 


to produce, ete.) 


i] 





A Great Company 


Home Office Omaha, Nebraska 


By great, we mean proficient 


having knowledge and ex- 
perience in a trade or profes- 


sion above the average. 


Our General Agents and agents 
in the field, and our Home Of- 
fice personnel are all great, and 
are willing to share their skills 
and bring out all of your capa- 


bilities. Truly a great company. 


in the insurance world 
it's World Insurance 


Verdict 


Continued from page 41 


“The complaint herein as to each 
defendant contains a cause of ac- 
tion asserting that under the stand- 
ard appraisal clause in each policy 
plaintiff has an absolute right to 
require that the loss and damage 
The 
prayer for judgment as to each of 


be determined by appraisal. 
those ‘first’ causes of action is that 


the particular insurer defendant 
be required to proceed to appraisal 
the trial of the ‘second’ 
(hereinafter de- 


scribed) in the complaint be stayed 


and that 
causes of action 
until the appraisal shall have been 
had. 

“We ayree with the 
Division that plaintiff can have no 
such relief. Despite the mandatory 
language of the standard policy, 
the New York courts have no power 
to require an insurer to take part 


Appellate 


in an appraisal demanded by an 
insured but refused by his insurer. 
On the other hand, if the insurer 











CONCORD 


Preferred Risk 20-pay Life 
Life Paid-up at 65 








STATES SERVED: Conn., 
N.H., NJ, N.C., Ohio, Pa., R.1 


Preferred Risk Ordinary Life 


demands appraisal, and the insured 
fails or refuses to comply, the in- 
sured forfeits his right of action 
on the policy (policy, lines 157-161; 
Matter of Delmar Aetna 
Ins. Co.|, 309 N. Y. 60, 65). But 
such is the settled New York law. 
Nothing in article 84 of the Civil 
Practice Act or elsewhere gives the 


jox Co. 


insured any right to relief either 


by special proceeding or by suit 
for specific performance (Syracuse 
Sav. Bank v. Yorkshire Ins. Co., 
301 N. Y. 403, 410-411; Matter of 
Delmar Box Co. | Aetna Ins. Co.|, 
supra). There is a contrary rule in 
Ohio (Saba v. Homeland Ins. Co., 
159 Ohio St. 237) but this court is 
so far committed on the question 
that remedial must come 
from the Legislature, if at all. 


action 


Court of Appeals Differs 


“On the other branch of the case 
we cannot agree with the. Appellate 
Division. The affidavits on defen- 
dants’ motion for summary judg- 
ment (including the minutes of the 
examination incorporated into affi- 
davit by reference) do no more, in 


LIFE 
ACCIDENT 
& SICKNESS 


Benefits never 
decreased 


Premium never 
increased 


Non-cancellable 
Guar. renew. to 
age 65 

Recurrent disability 
provision 


Choose either 2 of 
5-year benefit period 
for each disability 


No house confine- 
ment necessary 


LIFE 


AND ACCIDENT INSURANCE COMPANY 


NEW HAMPSHIRE 


De!l., D.C., La., Me., Md., Mass., Mich., 
5.G., VW. Ve. 


For complete information, write 


H. V. STAEHLE, JR., C.L.U., Field Management V. Pres. 
United Life, 8 White St. 
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our view, than set up questions of 
fact for trial. There were, of 
course, failures by plaintiff to pro- 
duce parts of its books of account, 
also invoices, etc., but it was plain- 
tiff’s sworn testimony at the pre- 
suit hearings that all these had 
been lost in the fire. 

“As to plaintiff’s refusal to show 
or give defendants access to copies 
of plaintiff's tax returns, there not 
only is an arguable question as to 
whether such production was re 
quired by the policies (see poli- 
cies, lines 117-123) but a further 
question as to whether the inven- 
tory figures thereon (apparently as 
of a date some 19 months before 
the fire) would be material to the 
dispute as to the fire damage. 
Plaintiff did exhibit at the exami 
nations what purported to be the 
original of an inventory taken a 
few weeks before the fire. 

“As to plaintiff’s withdrawal of 
part of its claim (on the advice of 
counsel, it would seem) such an 
amendment is within an insurer’s 
rights (see McMaster v. President 
& Directors of Ins. Co. of North 
America, 55 N. Y. 222). Under 
some circumstances, such a change 
of position might be evidence, at a 
trial, of fraud or concealment. 


Decision Changed 


“But the dispute as to whether 
there was here a willful and fraud- 
ulent withholding of information 
required by the policy is essen 
tially the kind of question of fact 
that cannot, except in the most ex- 
treme of cases, be resolved through 
study of affidavits. A trial might 
or might not result in a finding 
that the papers and data demanded 
were material and there had been 
a hiding thereof, willfully and with 
wrongful intent. . . . So, a trial 
there must be.” 

So the decision as reported in 
April has been changed. The Court 
cannot declare the policy void be 
cause of the insured’s actions after 
the loss. The question of whether 
the insured’s actions voided the 
policy is for the jury to decide. 
(Happy Hank {auction Co. 
American Eagle Fire Ins. 

N. Y. Court of Appeals, July 


1956. ) 
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offers 
you a 


retrospective 
rating 

and 
hard-to-place 
auto lines 


Ti Check these retrospective rating advantages 


Compensation and liability plans tailor-made to serve individual 
risks, with extreme flexibility in sales, underwriting and service 
facilities . . . automobile fleet, compensation, public liability 
written individually or on a consolidated plan of coverages... 
risks not otherwise qualified often eligible for rating on a 3-year 
accumulative basis or by inclusion of physical damage and cargo 
on a gross receipts or mileage basis... so-called “problem” lines 
eligible for rating ... fast quotes, often by telephone, where de- 
tails are furnished... effective, available engineering service... 
plus experienced personal assistance by specialists available to you at 
any time. 


@ Sell the so-called “problem lines” 


If you've had to pass up profits in trucking and bus lines, find out 
what Continental has to offer. Continental is a leading under- 
writer of long haul trucking lines, LPG risks, furniture movers, 
drive-ur-self, bus lines and other hard-to-place coverages. Rates 
are competitive, and where written on a retrospective basis, 
Continental’s own rating formulas accurately measure the indi- 
vidual risk... plus other sales and service facilities not commonly 
enjoyed by all producers. 


NOW...TODAY... find out how Continental can help you 
profit from large premium lines not heretofore available to you. 


tor complete details write Depariment 420 


Continental 
CASUALTY COMPANY 


310 S$. MICHIGAN AVE. « CHICAGO 4, ILL. 
ASSOCIATED COMPANIES: : 

Continental Assurance Co. « Transportation Insurance Co 
“America’s Department Store of Insurance” 
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pany investments and reinsurance. 
The country has compulsory in- 
surance requirements and govern- 
ment-owned companies. 

Brazilian firm domestic and 
foreign—must invest in a manner 
prescribed by law. Companies are 
also required to deposit up to 25 


per cent of annual increase in 
reserves in the government-owned 
National Bank for Economic De 
velopment. These are compulsory 


loans 


Brazilian Reinsurance 


All companies must reinsure 


with Brazil’s Reinsurance Insti 


tute except under certain stipu- 


lated condition Brazil requires 
compulsory insurance of business 
property, such insurance to be 
placed only with insurers admit 
ted to Brazil. Apparently, there 


are no restrictions on placement 


if ocean marine insurance cover- 
ing goods imported or exported by 
Brazil. A National Agricultura] 
Insurance Company, owned by the 
government, runs a crop and live- 
stock program. Five 
social insurance “institutes” and 
30 “funds,” 
law, administer social insurance. 

Information on Argentina re- 
veals government restrictions on 


insurance 


set up under public 


investments, reinsurance, marine 
insurance placement, activities of 
insurance agents, and operations 
of foreign firms. The government 
is also in the insurance business. 

Investments must be placed by 
Argentine insurance firms in 
pecified percentages into govern 
ment bonds, real estate, mortgage 
loans. A National 
Institute, set up in 1950, is a gov- 


Reinsurance 


ernment reinsurance monopoly 


The government imposes restric- 
tions on the purchase of cargo 


marine insurance covering ex 


imports. A “person, 


interest” in Argen- 


ports and 
nroperty, or 
ting may not be insured abroad; 


““ 


neither may “persons, properties, 


things, movable goods .. . belong- 
ing to or used by National, Pro- 
vincial or Municipal Govern- 


” 


ments... 


Agents in Argentina 


Insurance companies in Argen- 
tina may not accept business di- 
rect, must receive it from agents 
or brokers listed in Official Reg- 
istry of Office of Superintendent. 
Companies are not permitted to 
pay commissions to unregistered 
agents. Argentina has a National 
Postal Savings Fund—which pro- 
vides among other things insur- 
ance for spectators at all sporting 
events—and a National Institute 
of Social Security. 

Mexico, according to the U. S. 
Department of Commerce, re- 
tricts investments, keeps hands 
off reinsurance and encourages 


private operations of domestic 
firms. 

Amounts invested by Mexican 
companies in government paper, 


stock companies and urban real 


-estate must not exceed stipulated 


The City Hall in Perth 
Amboy, New Jersey, at 
one time served as a 
jail and another ti 


Next door 


as a church 
is the surveyor’s office, 


dating back 75 year 


Baltimore Life serves 
Perth Amboy and vi 
cinity thru its district 
office at 175 Smith St 


Photograph by A. Aubrey Bodine 


Serving a Variety of Needs 


«J hese two well-known buildings have been 
serving the community of Perth Amboy, New 
Jersey, for many years, nN various Capacities 


The Baltimore Life Insurance Co 


The 


Baltimore Life 


Starting in 1882. 


also has a 


long record of successful community service, 


An experienced staff, friendly and skillful, 


is the backbone of our outstanding record. 


Insurance Company &«. 1882 
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percentages. Reinsurance is han- 
dled by three professional private 
reinsurance firms as of the end 
of 1953. Mexico restricts the pur- 
insurance on 
to and from 


chase of 
shipments 


marine 
cargo 
Mexico to firms licensed to oper- 
ate in the country. Fidelity and 
bonding operations are subject to 
the Law of Bonding Institutions 
of 1942. 

Foreign firms are not prohib- 
ited by Mexico; however, estab- 
lishment of a subsidiary by a 
foreign concern is hedged with 
restrictions. And legislation for- 
bids certain types of insurance 
from being purchased from for- 
eign companies. The Mexican gov 
ernment encourages farm invest- 
ments. An Agricultural Insurance 
Pool—-a crop and livestock insur 
ance group-—is in private hands 

As detailed in the Commerce 
on Vene- 


Department pamphlet 


zuela, this country exercises a 
loose control over insurance based 
on the 1938 law and the Vene 
zuelan Code of Commerce which 
lays down general principles for 
life, agricultural, land transport 


and marine insurance. 


Investment Limitations 


Venezuelan insurance company 


investments seem to comprise 


mainly long-term government 
bonds, commercial and industrial 
securities, real estate and real 
estate mortgages, with no govern 
attached. Ap- 


parently purchase of marine in 


ment restrictions 


surance on Venezuelan exports 
and imports is not prohibited. 
Insurance agents must be li 
censed by the Venezuelan govern 
ment, after furnishing proof of 
enjoyment of “full rights” and of 
being “well regarded by the pub- 
lic.” Venezuela has no domestic 
reinsurance company and places 
the bulk of her reinsurance busi- 
ness abroad—most life reinsur 


books, 
related 


ance in the U. S. All 
policies, contracts and 
documents must be kept in Span- 
ish. The Venezuelan Social Secu- 
rity Institution is the only state- 

owned company. 
Switzerland, the Department of 
Commerce tells us, leads the world 
Continued on page 46 
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in professional reinsurance writ- 
ing, keeps hands off investments 
by insurance firms, and has a 
large volume of compulsory insur- 
ance. 

The tiny country controls slight- 
ly under !% of the reinsurance 
business throughout the world 
having six professional reinsur- 
ance firms and 49 direct writing 
companies which handle reinsur- 
ance, 

Swiss compulsory insurance 
would fill a book. Fire insurance 
on buildings is compulsory in 21 
of the 25 cantons. Third party 
liability insurance is compulsory 
for automobile and motorcycle 
owners throughout the country. 
Coverage on bicycles varies in 
amount required from canton to 
canton. Compulsory liability in- 
surance is provided for airplanes 
through the Swiss Aviation Insur- 
ance Pool. Old age and survivors 
insurance covers virtually the en- 
tire working population. 


Growth of Insurance 


Let us consider, finally, the 
growth of the insurance industry 
in the respective countries. 

srazil had 136 private firms as 
of July 1, 1955, including 28 for- 
eign companies. In 1945, she had 
63 domestic and 33 foreign. In the 
period 1945-54, life insurance pre- 
mium income increased almost 500 
per cent while privately-owned 
time deposits held in savings 
banks increased 77 per cent. 

Argentina recorded 181 com- 
panies at the start of 1953. Of 
these, 44 were foreign firms. The 
insurance premium income in 1953 
was 1 per cent less than 1952, 
while the Argentine national in- 
come in 1953 was 4 per cent over 
1952. In 1952, 90.3 per cent of 
total premiums were written by 
Argentine companies. 

Mexico had 68 companies oper- 
ating there at the end of 1953. 
Two were foreign. One non-life 
firm was owned and operated by 
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the Mexican government. Pre- 
mium income increased about 180 
per cent from 1947 to 1953. Dur- 
ing the same period, national 
income increased 78 per cent. 
According to the booklet, life in- 
surance has developed more slow- 
ly than property insurance in 
Mexico. 

Venezuela claimed 41 compa- 
nies operating on May 31, 1956. 
Only six have been operating 
more than 20 years. Fifteen are 
life and the rest non-life firms. In 
the last five years, life in force 
has increased about 120 per cent 
and premium income has leaped 
550 per cent for foreign firms and 
1,075 per cent for domestic com 
panies. Life business is growing 
more slowly than the rest of the 
economy, according to the U. S. 
Commerce Department, and auto 
insurance is reported to have high 
losses. 


Switzerland—A Leader 


Switzerland had 8&2 insurance 
firms as of Dec. 31, 1952, with 57 
Swiss and no U.S. companies. Life 
insurance premium income _in- 
creased about 11 per cent between 
1949 and 1952 but time and sav- 
ings deposits in banks were re- 
ported to have increased about 
24 per cent in the same period. 
Effects of Swiss world leadership 
in the reinsurance field, however, 
gave the country a balance of pay- 
ments favorable to Switzerland to 
the extent of an estimated 85 mil- 
lion Swiss frances in 19538. 


“It's high time we took out insurance, old 
chap. These Mau Mau really mean busi- 
ness!" 
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rty owner's insurance 
neowners Policy Mr 
11] -kage otection. Cover welling, 
ontents, owner's ad ional living expense, 
ersonal liability—-all at 20% lower cost, plu 
lividend. Mr. L says its convenience sure make 
sense for the homeowner. And - say it makes 
cents (plenty) in premiums for us. Oh, dear 
There I go making jokes again, but what I mean 
that PLM Homeowners Policy has brought us 
jusine lately. Oh, I almost forgot 
about my new typewriter! I feel I owe my 


getting it to PLM, mrt of. 


MR. LOCAL AGENT 

Are you doing business with the Homeowners Policy? 
PLM offers an especially attractive policy that is bound 
to appeal to your prospects, with its broad coverage 
and low net cost. Why not write us for full details 


and information about a representation 


Pennsylvania Lumbermens ‘i 
Mutual Insurance Company \ 


PLM BUILDING, PHILADELPHIA 7, PA. 


Writing FIRE and ALLIED LINES “in the Birthplace of American Mutual insurance” 





Your Mutual 
Benefit Life 
Man says: 


out of LO 
successful 
men want 


custom- 
huilt life 








° | ) 
Insurance. 


Phat’s where Mutual Benefit) Life 
Albert I. 


Cincinnati, really shine 


men like Groenke ol 
meeting 
the “custom-built” life insurance re 
quirements of successful men who 
can't be pleased with the usual 


“ready-to-wear” variety. Because 
they're equipped to do a better job 
for clients, they do 
a better job for 
themselves as well! 
‘The Mutual Bene- 
fit Life Insurance 


New- 


ark, New Jersey. 


Company, 


48 


It's A New Ball Game 


The insurance customer is due 
for some new excitement. So is 
the insurance business. 


You'll 


groups and their companies getting 


soon see the = agents’ 


together shoulder-to-shoulder on 
the five yard line to salvage what- 
ever is left of the preferred per- 
sonal market. Then, with renewed 
vigor and improved morale, Agency 
Non- 
Agency and score a touchdown or 


forces will rise against 
two of their own. 

To observers in the stands, such 
action seemed inevitable as early 
as 1939-40, when Non-Agency was 
rifling spectacular passes right on 
consumer target. A different kind 
of disturbance began attracting 
everyone’s attention, however, and 
the first half ended with the colors 
passing in review. 
after such 
a long time-out, Agency was think 


Postwar, and sleepy 


ing of its many past glories, Non 
Agency, sensing its golden oppor 
tunity, romped up and down the 
field without effectual opposition 

third 


Agency sent in a fresh set of backs 


Late in the quarter, 
with signals for the great pulver- 
izer—the Multi-Peril Package Play. 
Unfortunately, they had their sig- 
nals mixed. Two of the backs went 
sprinting toward left end 
Homeowners while the 
crashed into right tackle with Com- 
prehensive Dwelling. 

Non-Agency scooped up the ball, 
and, with an eye for Mr. Average 
Man sitting high in the $2 section, 


with 
others 


executed a beautiful run straight 
down the middle, something anyone 
can understand. 
The fourth 
over, 


almost 
Agency has held a number 
of straight-thinking and straight- 
talking huddles. 
their weakness—cost of 
With a realistic approach 
on low cost, 


quarter is 


They’ve  pin- 
pointed 
product. 
beefed up with per- 
sonal service and quality product, 
they feel they now have a winning 
combination. 

Agency doesn’t want to lose this 
game. Nor, the match 
cheduled for 1960 when there will 


return 


be four or five million new custom- 
ers watching on the sidelines! 


’ 
What's Up? 
The trend now in property lines 
We already 
have partial packaging but we now 


is toward packaging. 


need an even broader package to- 


gether with some method which 


“Ace Insurance Company?" | saw your 
ad in the paper, and I'm interested 
in 
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will ease the burden of paying a 
large premium at one time. 

Among both companies and local 
agencies there is a definite trend 
to multiple-line sales activity. This 
is enlightened self-interest. In ad- 
dition to recognizing public needs, 
the companies and agencies are 
writing multiple-line to obtain a bal- 
anced book of business—thereby 
avoiding the peaks and valleys of 
single-line profitability. Most peo- 
ple these days favor the idea of a 
single agent caring for all insur- 
ance needs. Multiple-line represen- 
tation is becoming increasingly 
popular. 


Give The Agents—Well 

Outsiders may fear that we are 
biting the hand which feeds us 
however, your correspondent has 


’ 


noted that most agents go along 
with our raillery in good spirit, 
hoping that they might learn some- 
thing. 

Today’s bomb: People who buy 
insurance on price do not regard it 
as inferior to your insurance. They 
buy it because they feel they are 
getting a good product for a better 
price than you can offer. 

“You can’t buy better so why 
pay more?” 

Think up a better one. How 
about “personal service, quality in- 
surance, and low cost’? It can be 
done, you know. 

It would appear that  old-line 
stock companies are wising up to 
the fact that prices are actually 
made in the marketplace, not in 
cloistered halls far removed from 
the madding throng. Else why 
the rash of “plans” for six-months 
continuous policies, direct billing, 
cash and carry? 

Inevitable, you say. Yep. There 
has to be business before there 
can be profit. Right. It’s not the 
commission ratio you’re interested 
in: it’s the take-home commission 
in dollars and cents you want for 
business you could not otherwise 
hope to get. Right. The consumer 
never carries anybody on his back 

for long. Doesn’t have to in a free 
economy. You wouldn’t want it 
any other way. By golly, you’ve 
scored 100 per cent. You’re ready 
for the golden opportunity of to- 
day’s mass market. 

Good hunting. 
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independent 
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you would 
your doctor 
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An Adventure in Insurance Marketing 


tandard table 


NE of the long-range, 
SPECTATOR’S annual statistical 
past thi Table 5 Here 


ualty) premium 


year 1s the total 


(fire and ca volume oO} 


are presented for the year 1900 


1955. 


Obviously, 


and fot 
year, 
the 
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1900 the 
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been national 


Population 


1900 
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State Premiums 1900 
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Table 5 
Property Insurance—1900 


and 1955 


Continued from November Spectator 


These two tables—Table 5 on this page and Table 12 starting on page 53 
were planned as part of THE SPECTATOR'S annual statistical in November 


they were late for that issue's deadline 


Since 
we present them this month to complete 

Although both Table 5 and Table 12 
their figures can be further interpreted by using the ten tables 
which appeared last month.—the editors 


our "Adventure in Insurance Marketing.’ 


are complete here 


fifty 


reached $14 billion, 229 million 


of THI million five years later it has 


of the 
property 
tate 


ume was $219 
almost 65 times the 
volume at the turn of the century 

But that 
it significance 


the state 


need to underline 
thi 


for 


growth compar! 
table show 


1900 and 


on 


hele) 


population in 


and nation 1955. Then the 


volume 


Continued on page 52 
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Property In 
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Table 5: Property Insurance—1900 and 1955—continued 


1OWA 
VANGAS 
MINNESOTA 
MISSOURT 
NERRASKA 
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f AWARE 
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FLORIDA 
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REGION TOTA 


ace OTAL 


CALIFORNIA 

ORF GON 

WASH] TON 
REGION T TAL 


eSe TOTAL 


third column give 


the U. S. De 


you can see, ha 


Property ins 
Premiums 1900 


Population 
1900 


499119368 
62110942 
5967149771 
790339135 
199499057 
191276979 
1990699147 
74969749717 
21985919497 


108— 515 
7519755 
7769360 

492009030 
490959863 
195069709 
100564591 
296264444 

9704307 
1493689574 
21995919497 


199509133 
393939241 
194159720 
985859883 
996179977 
219959919497 


192379795 
494496921 
46949130 
595599806 
1996369657 
21995919497 


3019754 
05100421 

36 89276 
1906869771 
1119364 
2244625 
5619666 
1829154 
§93199031 
21995919497 


894219376 
103665718 
199/76e016 
197639564 


1995919497 


Continued from page 51 


‘partment of Commerce figures which 
indicate industrial activity 


“value added by manufacturing’ 


National population, as 
doubled since 1900 and there has 


Value Added 
By Mfg’in 
1900 Add 


47909? 
339271 
739394 
1329115 
349377 
29109 
39046 
3259404 
496469981 


169596 
49951 
219336 
459176 
A1l9722 
4049420 
229850 
699285 
299779 
3160115 
49646598) 


340112 
599102 
179715 
389190 
1499119 
46998) 


129562 
260317 
84563 
220677 
599 

29062 
6954) 
19899 
639220 
4964619861 


724491 
159804 
429584 

1409879 
49646598) 


% ot 
Nat'l 
169 
e7 
105 
268 
a 


700 
10409 


eo? 
le? 


eA 


10489 


} 
e- 


le? 


10469 


and 9. 


Population 
1965 
Add 000 


2969-2 
29060 
39174 
49128 
19381 
642 
4677 
149754 
1645280 


387 
853 
39452 
3962) 
29669 
4,78°* 
29262 
39579 
29002 
239131 
1644280 


39033 
39005 
209111 
39417 
119566 
1644280 


9789 
29927 
20168 
By 563 
59447 

1645280 


% per cent 


are available). 


Property Ins 
Premiums 1955 
Add 000 


100» 
194629 


1492299808 


1339582 
1529223 
10049789 
059909 
59295C 4 
1492299808 


8849172 
19749024 
1704012 
6944204 
19149941 
1492299808 


60435 
1039415 
459004 
499836 

21972 
529638 
424004 
209001 
3944972 
1492299808 


year. It had 19.0 per cent of 
the value added by manufacturing in 1900 and 11.8 
per cent in 19 


Value Added 
By Mfg’ing 
1953 Add 000 


le 199513 
190009724 
195545405 
297865829 
40249398 
469765 
809703 
7905090337 


12196599136 


3785975 
1509687 
6909920 
19%459467 
198549582 
97749019 
190569243 
1946299938 
191059374 
1096869205 
12196599136 


193119436 
192139002 
4579251 
196854237 
496665926 
12196590136 


4279209 
191790569 
5539816 
394869240 
96469834 
12196599136 


7319128 
4348+466 
1668904 
1429045 

679306 
1299248 
2729449 

544099 

195019645 
12196599136 


(latest year for which these figures 
In property insurance premiums, New 


been a thirty-fold increase in industrial activity. 
To make the comparison clearer, we have shown 
each state’s total as a percentage of the national 
aggregate. Thus you can follow, in this table, the 
hift in population and industrial volume and at the 
same time find how property insurance premiums 
have shifted proportionately. New York, for in- 
stance, had 9.5 per cent of the population in 1900 


York had 16.4 per cent of the national total in 1900 
and 13.2 per cent last year. 

Supplementing all of these figures were state totals 
for the leading property lines as they were published 
last month in THE SPECTATOR. Also on fire and cas- 
ualty statistics, Table 6 in November listed five lead 
ing companies and their premium totals in each state 
for fire, two auto lines, workmen’s compensation, and 
two A&H lines. 
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An Adventure in Insurance Marketing 


Table 12 


Five Leading Companies in Each State 
in Ordinary and Industrial Life 


AST month, THE SPECTATOR listed five leading tistical round up, we showed only three leading com 
L companies by premium volume in six fire, cas panies for each state. Nevertheless, comparisons 
ualty and A&H lines in each state. This month, in between these two tables ranking companies by state 
this Table 12 which was not completed in time for premium volumes in 1954 and 1955 can show trend 
the November issue, THE SPECTATOR presents the both for the individual companies and for the insut 
same type of compilation in the life insurance field ance line as well 

state leaders in premium volume for ordinary and To gauge other trends from this table, figures such 
industrial life. as those in Tables 9 and 10 in last month's SPECTATOR 

Last year, in the magazine’s annual November st: Continued on page 54 


REGION 1—NEW ENGLAND 


Premiums Premiums 
States Leading Companies and Line in State Leading Companies and Line in State 
CONNECTICUT 
ORDINARY 
METROPOLITAN LIFE I? O 2296939941 
PRUDENTIAL NS CO 1798159958 
J HANCOCK UT LIFE I? 1394739889 
CONN GEN LIFE IN 4499404707 
f F C 4494474706 


VELER 


INDUSTRIAL 
AETROPOLITAN LIF INS 0 195719422 
J HANCOCK MUTUAL 89692 5486 
PRUDENTIAL IN 691429857 
COLONIAL LIFE S$ ce 509022 
COLUMBIAN MUTUA 779617 
ORDINARY 
METROPOLITAN | IN CO 597349380 Me -1 TA i 9104 
RUDENTIAL INS CO 491309520 NCO UT L #320 
iEW YORK LIFE INS CO 96099228 RUD ALLS 9493 
HANCOCK MUT | rs t 92039849 MA “I AL Ah 1,989 
EQUITABLE LIF / »U N 197329777 T ST jTUA 19686 
INDUSTRIAL ' 
METROPOLITAT IFE INS CC 397479226 PO AN LIFE INS 59496 
PRUDENTIAL l @) 959759284 HAN JTUA LIFF 9946 
J HANCOCK MUTUA LIFE 9739247 PRI ; " 9 688 
ROSTON MUTUAL 4 f IN 3199267 fa ) ‘ iA LI f I 499 


WASHINGTON " P P 138 


MASSACHUSETTS 
ORDINARY ROINARY 
METROPOLITA L f 1? 975) 9930 ‘ TROPOLITA 
J HANCOCK MUT L IN 449450976) 
PRUDENTIAL N 2796099728 
NE ENGLAP A 17923649726 
10933049704 


6965099706 
927994 75 

192069526 
44? 709742 
19122 


December 1956 





Table 12: Leading Life Companies —continued 


REGION 2—MIDDLE ATLANTIC 


Premium: 
State Leading Companies and Line in State 


Premiums 


CA 
Leading Companies and Lines in State MICHIGAN 


ORDINARY 

METROPOLITAN LIF INS CC 4097639025 

ORDINARY DR IDENTIAL ste g 

PRUDENTIAL INS CO 7599859153 NOR THWE 9296520) 

METROPOLITAN LIFE 5993149111 EQUITABLE : 91580983 

) HANCOCK MUT LIFE 1 149056498293 naasek ani TES 6 , ; Cees Seip 
EQUITABLE LIFE ASSUR N) 1390719689 ght tenia Ey " sls 


INDUSTRIAL 
NEW YORK LIFE INS CO 291819544 me TROPCL ITAN LIF‘ t '; 90339115 
INDUSTRIAL A nae 


PRUDENTIAL is CO 1 0060617 
VM TROPPO! ITAN | IFE 4 3 91919559 I I e “ ’ tes ie 
‘ ! J HANCOCK MUTUAL L 9322970 
PRUDENTIAL INS CO 94379605 pa saeakadl - 
‘ . WSTN & SOTHN LIFE i 98099699 

') HANCOCK MUTUS 97329232 NAT te A 1 f 
; VATL LIFE & AC IN 90789684 

COLONIAL LIFE 197119692 

WASHINGTON NA 965449632 


ORDINARY 
PRUDENTIAL INS CC 91245688 
METROPOLITAN LIFE NS CO 3793729209 
NORTHWESTERN MUTUAL 2191789814 
NEW YORK LIFE INS C 1799859295 
WSTN & SOTHN LIF ) 992319222 

INDUSTRIAL 
INDUSTRIAL 1 IR ge A tao 
METROPOLITAN LIFE INS CO 6396329236 METROPOLITAN LIFE INS a1 S858 598 
PRUDENTIAL INS CO 46977649616 NATL LIFE & ACC INS CO 690499342 
) HANCOCK MUTUAL LIFE 2396719179 J) HANCOCk MUTUAL LIFE 496325771 
COLUMBIAN MUTUAL LIFE 7201519051 ‘ 
COLONTAIL LIFE INS CO 191539418 


Ni W YORK 
ORDINARY 
PRUDENTIAL INS CO 1] 69189254 
METROPOLITAN LIFE INS 93929903 
EQUITABLE LIFE ASSUR 999649566 
NEw YORK LIFE INS CO 96424°47 
HANCOCK MUT LIFE IN: 5498899116 


r . WISCON 
PENNSYLVANIA ORDINARY 

ORDINARY 7 NORTHWESTERN MUTUAL 2195609918 
PRUDENTIAL INS CO 10290299501 PRUDENTIAL INS CO 191709985 


METROPOLITAN LIFE INS CO) 7295949125 METROPOLITAD LIFE It : 1491909026 
EQUITABLE LIFE ASSUR NY 2196929628 NEw YORK LIFE IN CO 1293309730 
NEW YORK LIFE INS 0 1997959496 EQUITABLE LIFE ASSUR N 699419392 
J HANCOCK MUT LIFE INS 1798669719 INDUSTRIAL 

INDUSTRIAL we TROPOL ITAN LIFE INS CO 8 98659440 
METROPOLITAN LIFE INS CO 4791039497 PRUDENTIAL INS CO 795709230 
PRUGERTERS SNS SE 66097260992 J HANCOCK MUTUAL LIFE 190089463 
) HANCOCK MUTUAL LIFE 1091969177 . - 


WASHINGTON NATL INS ¢ 19702 
KNIGHTS LIFE INS CO AMEP 795569259 CENTRAL STANDARD LIFE 425 
HOME LIFE IN O AMERICA 499029977 


REGION 4—W. N. CENTRAL 


ORDINARY 
NEW YORK LIFE 
REGION 3—E. N. CENTRAL lary A Na 
PRUDENTIAL I? 
BANKER LIFE 
EQUITABLE LISE 
INDUSTRIAL 
METROPOLITAN 
IDENTIAL IN 
HANCOCK MUTUAL 


ORDINARY 
METROPOLITAN LIFE INS CO 6197869278 
PRUDENTIAL INS CO 6194229246 
NEW YORK LIFE INS CO 3297719862 
FQUITABLE LIFE ASSUR NY 2894449123 
NORTHWESTERN MUTUAL 294999825 
INDUSTRIAL 
METROPOLTTAN LIFE INS CO 3597254256 — Table 12—-Continued from page 53 
PRUDENTIAL INS CO »5 91159066 
WSTN & SOTHN LIFE OHIO 697339449 
J HANCOCK MUTUAL LIFE 598979655 
CHI METRO MUT ASSUR 393429657 mium volume for each state along with busines 


AS 


| 
} 


can be applied. Table 9 showed total ordinary pre 


written in 1955, terminations (or benefits paid), and 


total in force Dec. 31, 1955. The same statistics for 
INDIANA ORDINARY industrial life appeared in Table 10 last month. 
PRUDENTIAL IN ‘ale 
METROPOLITAN LIFE INS CC , Tes : 
NORTHWESTERN MUTUAL ) 199 from this Table 12, you can measure each company 
EQUITABLE LIFE ASSUR t share of the market from the total premiums re 
ALINCO LIFE 
INDUSTRIAL 


YENTIAL INS CO pany’s premium total by the total premiums received 


With the company premium volumes in each state 


ceived as shown in Tables 9 and 10. Dividing a com- 


1 & SOTHN LIFE OHIO in that line in the state will give you a percentage 
ME TROPOLITAD IFE INS ( 
MPIRE LIFE & ACCIDENT Continued on page 57 


NATL LIFE & INS CC 
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REGION 4—continued 


Leading Companies and Lines 


ARY 


MINNESOTA 
ORDINARY 
PRUDENTIAL 
NORTHWESTER 
QUI TABLE t 
N YORK LIF 
TROPOLITAT 
INDUSTRIAL 
IDENTIAL . 
M eT 20OPOL I TA 
HANCOCK MUTI 
< NATIONAL 


ENTRAL T Ak 


ORDINARY 
TROPOLITA 
NTIAL 


YORK 


NERRASKA 
ORDINA 
NEW YORK IFE 
NORTHWESTERN M 
PRUDENTI 


FOQUITARB 


NORTH DAKOTA 


TROPOL 


HANCOC 


December 1956 


Premiums 
in State 


States 


REGION 5—SOUTH ATLANTIC 


Leading Companies and Lines 
0 ¢ 


ORDINAR 
METROPOLIT 
PRUDENTIAL 
FQUITABL 
YORK 
OLN NA 
OUSTR 
POPOL! 
PRUDENTIA 


HOME RENE 


' 


M 


ORDINARY 
JEFFERSON STANDARD LIFE 
METROPOLITAN LIFE INS CO 
SECURITY LIFE & TRUST 
PILOT LIFE INS NC 
NEW YORK LIFE INS CC 
INOUSTRIAL 
PILOT LIFE INS 
METROPOLITAN LIFE INS CO 
IMPERIAL LIFE INS CONC 
SOUTHERN LIFE INS CONC 
LIFE INS CO OF VA 


Premiums 
in State 


a/é 
Oé 
2710 


669 


666% 
04145 
006794 
903009 


49400¢. 


49717 6° 
»9 86466 
66544940 
594765) 
497525 


691568948, 

192009473 
5900493486 
49662403) 
49f674130 


997669553 
497139056 
4937293070 
392509488 
49196931 


1093984299 
7909949657 
591675069 
500319125 
4985435053 


893139822 
495864666 
4590754938 
398079601 
397599155 


55 





Table 12: Leading Life Companies — continued 


REGION 5—continued 


State 


Leading ( 


TH CAROLIBA 
ORDINARY 

ROPOLITAN 
NEW YORK LIFF 

IBERTY IFF 
EQUITABLE If 
LIFE INS CO 

INDUSTRIAI 
LIRFRTY | IF F 


Mer 


INA If 
IFE G 


FOPLE 


\ 


LIFE 


anies and Line 


LIFE INS 


IN< CO 


RICH 


NSURA NCE 
CO 


ON LIFE IN 
or 


LIF INS 0 


ORDINARY 
PRUDENTIAL IN 
MET pr ITAN 


NORTHWESTERN 


LIFE 


RK LIFE 
ISTRTAI 
LIFF 


Al 


IF Ff 


IN 


HN 


REGION 6—E. S. CENTRAL 


ORD INAR 
METROPOLITAN 
PF DENTIA 

IMMONWE 
MUT AENEF 
NOR THW T 


IN 


COQ 
LIFE 
MUTUA 
A 5! 
TAC 


IF E 


co 


LIFE 


Premium 
in State 


396184877 
3942149669 
297245588 
291059041 


197729807 


995099092 
393709728 
299499372 
296505941 

93399167 


10913959589 


695249409 
597219447 
5937559740 
4922445139 


8e7149884 
690279085 
592199118 
4945245606 
398519129 


4309949392 
490069567 
490425482 
298769551 

974445539 


9936984) 
97844957 
290639986 
1950859815 
19412940) 


1995544939 


496535300 
299319680 
2987945059 
29864, 383 


198399472 


64709219 
201559390 
291179645 
198555584 


6905645753 
598584896 
597019198 
491159283 
496659574 


592719435 
495764603 
92919558 
91739401 
0065492770 


States 


MISSISSIPPI 


TENNESSEE 


ARKANSAS 


LOUISIANA 


OKLAHOMA 


Leading Companies and Lines 


ORDINARY 
LAMAR LIFE INS JACKSON 
NEw YORK LIFE INS CO 
MUT LIFE INS CO OF NY 
EQUITABLE LIFE ASSUR NY 
PENN MUTUAL LIFE INS CO 
INDUSTRIAL 
INTRST LIFE 6&6 ACC CO 
NATL LIFE & ACC INS CO 
LIFE & CAS INS OF TENN 
METROPOLITAN LIFE INS 
AMER NATIONAL IN 


ORDINARY 
METROPOLITAN LIFF 
NEW YORK LIFE IN 
PRUDENTIAL INS CO 
EQUITABLE LIFE AS: 

INDUSTRIAL 
NATL LIFE & IN 
METROPOLITAN LIFE I 
INTRST LIFE & ACC CO 
NTI RBURTAL INS CC T 
HOME BENEFICIA 


ACC Tae 
AC¢ 


REGION 7—W. S. CENTRAL 


ORDINARY 
NEW YORK LIFE INS CO 
AETNA LIFE INS CO 
METROPOLITAN LIFE INS CO 
EQUITABLE LIFE ASSUR NY 
MUT LIFE INS CO OF NY 
INDUSTRIAL 
AMER NATIONAL INS TEXAS 
METROPOLITAN LIFE INS CO 
LIFE & CAS INS OF TENN 
NATL LIFE & ACC INS CO 
THE RELIABLE LIFE INS CO 


ORDINARY 
NEW YORK LIFE INS CO 
METROPOLITAN LIFE INS 
PRUDENTIAL INS CO 
FQUITABLE LIFE ASS 
MUT LIFE INS CO OF 

INDUSTRIAL 
NATL LIFE & ACC 
FIRST NATIONAL 
METROPOLITAN LIFE 
LIFE & CAS IN OF 
LIFE INS CO OF 


INS CO 
LIFE LA 
INS CO 
TENN 


ORDINARY 
NEW YORK LIFE INS CO 
PRUDENTIAL NS CO 
EQUITABLE LIFE ASSUR NY 
METROPOLITAN LIFE INS CO 
MASS MUTUAL MA: 

INDUSTRIAL 
NATL LIFE & 
METROPOLITAN LIFE INS CO 
HOME STATE LIFE INS CO 
PRUDENTIAL INS CO 
AMER NATIONAL IN 


ACC INS CO 


TEXAS 


ORDINARY 
OIL INOUS LIFE INS CO 
OIL INDUS LIFE IN co 
SOUTHWESTERN LIFE INS CO 
AMER NATIONAL INS TEXAS 
GREAT SO LIFE INS 
INDUSTRIAL 
AMER NATIONAL INS 
NATL LIFE & ACC IN 
THE RELIABLE LIFE 


Premiums 
in}State 


39288,006 
392429117 
291179466 
290429869 
194919119 


195159841 
190639656 
6809478 
55749978 
425498) 


698139165 
499704196 
398065854 
397479521 


496225453 
496179733 
494723977 
492519211 
397315585 


392299890 
2? 96545182 
2924949743 
197639798 
193919280 


594059614 
194019397 
192459010 
190329255 

9944176 


795199659 
6908749773 
493019951 
4924159807 
398329707 


399879997 
396739535 
396445916 
192819297 
192379686 


596945251 
498894398 
396659903 
297209365 
295319049 


197789480 
193539484 
192749150 
192369112 
19146849336 


84594969645 
84594969645 


2599919766 
1390929580 
1097359282 


1793699128 
994079964 
397245567 
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Premiun 


REGION 8—MOUNTAIN oneie , State 


Premiums 
States Leading Companies and Lines in State 
ART ZONA 
ORDINARY 
METROPOL 
NORTHWE 
PRUDENTIAL 


— i} TARI 
JUITABL 


rT 


T 
A 
rT 


Ef 


=W YORK 
IN ISTRIA 
WASHINGTON 
METROPOLIT 
PRUDENTIAL 
AMER NATIONAL It 
HANCOCK MUTUAL 
ORDINARY 
PRUDENTIAL 
NEw YORK 
METROPOL! 
FQUITABLE 1 ASSUR NY 
NORTHWESTERN MUTUAL 
INDUSTRIAL 
PRUDENTIAL It 
METROPOLITAN 
AMER NATIONAIL 
HOWARD LIFE 
CAPITOL CO 


ORDINARY 
NEW YORK LIFE : 66% 
EQUITABLE LIFE AS RN l 729916 
METROPOLITAN IN 1485486 
BENEFICIAL INS ( 445,074 
PRUDENTIAL ‘ ( ] 49975 

INDUSTRIAL 
METROPOLITAN LIFE I! 5749 Aa! 
PRUDENTIAL 1 C 38941! 
CONTINENTAI | FF f \ ) ) 
AMER NATIONAI A 963 


J HANCOCK MUTUA 


CALIFORNIA 


MONTANA 
NINARY 
bd bt 
YORK LIF IN 
WESTERN LIFE MONTAA 
EQUITABLE LIFE ASSUR Ny 
METROPOLITAN LIFE It 


THWESTER? IF E 


NEVADA ORDINARY 
NEW YORK LIF 
EQUITABLE 

OCCIDEN 


PR 


J 
wA 


NEW MEXICC 12—-Continued from page 


December 1956 





Table 12: Leading Life Companies —continued 


A 


REAS OUTSIDE U. S. 


States Leading Companies and Line 


CANADA 


Table 8—Regional Premium Totals and 
Non-Life Lines (Continued from November 


FIRE 
FXTENDED 
OTHWFR ALLIFD LINEF* 


ORDINARY 
METROPOLITAN LIFE 
LONDON LIFE 
MUTUAL LIFE OF CANADA 
SUN LIFE ASSUR 
GREAT WEST LIFE 

INDUSTRIAL 
METROPOLITAN 
LONDON LIFE CANADA 
PRUDENTIAL INS CO 
TORONTO LIFE CANADA 
MUTUAL & CITIZENS CANADA 


INS CO 


LIFE INS CO 


CANADA 


Add 000 to Premium Totals 
Regional 
Premium 
Lines Totals 
1474698 
COVERAGE 35 
254 


FARTHQUAKE 47 


HATL 


oc 
Ih 
AC 
AC 
hi 
GI 
N 
wi 


LIABILITY OTHER 


Al 
Al 
Al 


AIRCRAFT 
LIABILITY OTHER 
FIDELITY 


SI 
Gt 
ba 

ne 


MISCELLANFOUS 


fs 
f 


4,698 
200 
59686 
89643 
129050 
22092 
919135 
HEALTH we 
44554 
169295 
813 
19614 
1799621 
199274 
259746 
29899 
JRETY 49165 
AS< 1984P 
IRGLARY AND THEFT 59112 
ILFR AND MA 5111 
581 
§271+796 


FAN MARINE 

VL AND MARINE 
CIDENT ONLY 
CIDFNT AND HEALTH 
SPITAL AND MEDICA 
ACCIDENT AND WEALTH 
IN CANCFELLABEL ACCIDENT 6 
RKMENS COMPENSATION 

HAN AUTC 


ITy aor 


IND 

IND 
FXPENSE IND 
400)? 


JTOMOBILE LIABTI 
JTOMOBILE LIABILITY 
ICAL NAMAS 
PHYSICAL DAMAGE 


IHAN AUTO 


ILY INJ 


PROPERTY 
jTO Pry 


HINFERY 


TAL ALL LINE 


ALASKA 


IRF 
K¥TFNNED ¢ FRAGFE 


OTHER ALLIED LINES 
FARTHQUAKF 

\CFAN MARINE 
INLAND MARINE 


ACCIDENT 
ACCIDENT 


"4 


GROUP 


NON CAN 


wi 
{ 
A 
Al 
A 


AIRCRAFT 
LIABILITY 


ONLY INI 
ANT) HEALTH IND 
PITAL AND MEDICAL 
ACCIDENT AND HEALTH 
FLLAREL AC TOPNT f 
ION 

THAN AUTO 
LIARILITY 
LIABILITY 
1TO PHYSICAL 


FXPENSE IND 
HEALTH 
ReEMEN c 
IABILITY 
iTOMORILE 
TOMORILE 


OMPENSAT 
OTHER 
RPONILY INS 
PROPERTY 
NAMAGE 

ICAL DAMAGE 

OTHER THAN A 


Pry: 


FIDELITY 


f 
a 
tl 


2e TY 

A 

R2GLARY AND 

ILFR AND MACHINERY 
’ FLLANE 


TAL ALI LINE 


TREET 


5S 


Premiums 
in State 


44493319427 
4590519319 
36924245696 
3396369040 
2291949739 


3194769125 
1497739571 
1392119506 
190069082 
12449615 


Ratios for 
Spectator) 


Prems. Ad % Of 
Region National 
Total Line Total 


2663 B40 


oe? 


_wfPrnuvw oa 


NV @Owvwrvsrnvnwaorn 


~ 


States 
ALASKA 


CANAL ZONE 


HAWAII 


MEXICO 


PHILIPPINE 


PORTO RICO 


Premiums 


Leading Companies and Lines in State 


ORDINARY 
NEW YORK LIFE 
MUT LIFE INS CO OF NY 
NAT PUBLIC SER INS COMP 
NORTHERN LIFE INS CO 
EQUITABLE LIFE ASSUR NY 

INDUSTRIAL 
AMER NATIONAL INS 
METROPOLITAN LIFE 
J HANCOCK MUTUAL 
SOUTHLAND LIFE 


INS CO 94149605 
26245496 
1695276 
1565379 
1209259 
TEXAS 


INS CO 
LIFE 


48049245 
389887 
44894 
238 


ORDINARY 
FQUITABLE LIFE 
OCCIDENTAL LIFE INS CO 
GIBRALTAR LIFE INS CO 
LINCOLN NATL LIFE INS CO 
UNION CENTRAL LIFE INS 

INDUSTRIAL 
LIFE INS CO OF 


INS CO 90759346 
2884167 
1875353 
1609544 
1489130 


AMERICA 145 


ORDINARY 
OCCIDENTAL LIFE INS CO 
PRUDENTIAL INS CO 
NEW YORK LIFE INS CO 
MANUFACTURERS LIFE INS 
J HANCOCK MUT LIFE INS 
_INDUSTRIAL 
METROPOLITAN LIFE 
PRUDENTIAL INS CO 
J HANCOCK MUTUAL LIFE 59366 
AMER NATIONAL INS TEXAS 39208 
LIFE INS CO OF AMERICA 74 


392929634 
2946945793 
1986845997 
1943445855 
193409103 
INS CO 2449726 
129702 


ORDINARY 
NEW YORK LIFE INS CO 
LINCOLN NATL LIFE INS 
TRAVELERS INS CO CONN 
MUT LIFE INS CO OF NY 
CONTINENTAL ASSURANCE 


6259526 
494738 
269915 
239274 

49421 


IDS 


ORDINARY. 

CROWN LIFE INS CO 
LINCOLN NATL LIFE INS CO 
UNITEO STATE LIFE NY 
MANUFACTURERS LIFE INS 
OCCIDENTAL LIFE INS CO 


194393004 
1941939995 
193719979 
5299726 
5235655 


ORDINARY 
JEFFERSON STANDARD LIFE 
PAN AMERICAN LIFE NS CO 
MANUFACTURERS LIFE INS 
SUN LIFE ASSUR CO OF CAN 
CONFEDERATION LIFE ASSOC 
INDUSTRIAL 
ATL SOTHN PUERTO RICO 
COLONIAL LIFE INS CO 
PENINSULAR LIFE INS: CO 
METROPOLITAN LIFE INS CO 


192409828 
8409147 
7839564 
6639600 
62359568 


“48639358 
779617 
729801 

75594 


-ORDINARY 
SUN LIFE ASSUR 
CONFEDERATION LIFE 
PAN AMERICAN LIFE INS 
MUT LIFE INS CO OF N‘ 
CROWN LIFE ASSUR 
INDUSTRIAL 
LIFE & CAS INS OF TE 
MONUMENTAL IN CO 25295 
EQUITABLE LIFE INS ) 14949980 
LIBERTY LIFE INSURANCE 749219 
PRUDENTIAL INS CO 629578 


5390499114 
1590179331 
1392669236 
1391369321 

691529836 


35849333 
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December 1—“An explosion is 
about the worst kind of thing that 
can happen to a man.” A 12-year- 
old boy’s description of a disaster 
in town. From “Write Me A Poem, 
Baby,” by H. Allen Smith. 

December 2—It is easier to make 
five calls a day than to make thirty 
a week. 

December 3—Many a sales pres- 
entation, like many a TV dramatic 
show, gets off to a heartening 
start, then, slips into a rut, and 
interminably repeats itself. 

December 4—If long meetings 
are wasting your time, set your 
conferences late in the day when 
people are eager to get home. 

December 5— Another time- 
waster is Make 
one-hour luncheon dates and have 
unbreakable appointments follow- 
ing immediately. 

December 6 — Use a telephone 
holder to free your hands to work 
while you talk. 

December 7—The light of free- 
dom never goes out. 

December 8—“Our living habits 
will change rapidly within the 
next ten asserts E. K. 
Clark, who Westing- 


long luncheons. 


years,” 


supervises 


i" \ r Cc 
selling YOU" 
\icieS, 


By he 
casualty po 


of direct writers: 


General Fire 


Home 


\A 
ADELPH 
pits pitt 


itten throug 
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(A Stock Comp 


sales 


house’s long range pr 
beginning a 


are just 
tronic development er 
ation young homema 
Even t 


a good one. 


can’t keep pace wit 


neers.” 


December 9 


know big men is to know them be 


fore they become big. 

December 10 7 
broad field of 
one doesn’t have to 
stipulated event to h: 


insur 


\\ents 


And Casualty 


any) 


CHICAGO 
pINNEAP 


h agents and 


Furs bY Dav 


The easiest way to 


briefs... 


A LINE A DAY... 


By Mel Blackburn, CPCU 


elec- 


ogram. one reaps the harvest. Beginning 
immediately, it becomes more val- 
additional day it is 


called “life 


vast 


‘a. The situ- uable every 


kers face is owned. It is insur 
heir 


h the 


ance.” 
December 11 The 
thumbs in the ‘insurance produc 


dreams 
engi- greenest 
tion garden belong to agents who 
they will do the 
the 


sow ideas where 


most good, i.e., in minds of 
their clients 


December 12 


here is one 


‘ance where Sound insurance, 


tailored to your cli- 


Continued on page 60 


wait for a individually 


ippen before 


brokers only 





Sales Briefs 


Continued from page 59 


ent’s model, is his only means of 

avoiding a trimming on the day he 

is measured for a lawsuit. 
December 13—Have you bought 


all the life insurance you ever ex- 


pect to buy? 


December 14 Have you any 


idea how long your present life 


insurance will last, and what it 
will do? 


December 15—“I have a plan 


which is simply this 
you die, your money back if you 
live,” 
December 16—Have you insured 
your most valuable asset? 

December 17—Do you know how 
much your family would receive 
in social security benefits in the 
event of your death? 

December 18—In buying needles, 
examine the eye; 

December }9-—“I'd like to show 
you a special plan to guarantee 
you an income, even if you were 
disabled for life.” 

December 20—-What is the least 


7 ‘ ’ 
, roupS CAWUCM Gwe C ompaty 


AUTOMOBILE ¢ ¢ 
HOMEOWNERS 
SURETY & FIDELITY BONDS 


NATION-WIDE CLAIM SERVICE 


AMERICAN FIRE AND CASUALTY COMPANY 


ORLANDO, FLORIDA 


HOME OFFICE ® 


$10,000 if 


FIRE & EXTENDED COVERAGE 
ALL FORMS CASUALTY 


amount of money your family can 
live on a month? 
December 21 
checked with 
hospital on their daily rates?” 
tichard F, Partridge, Hartford. 
December 22 — “Doubtless you 
have arranged a complete program 
Liability, 


“Have you 


lately your local 


of property insurance 
Business Interruption, and so 
forth—but 
the necessary steps to protect the 


have you also taken 


thing which has made your busi- 
ness possible?”—Chester C. Lake, 
CLU, Akron. 

December 23—Pick out an oc- 
cupational group of prospects and 
concentrate on them. 

December 24 To pay 
Christmas bills next month “the 
easy way,” write lots of Marine 
Every 


your 


this month the easy way. 
one of your prospects and policy- 
holders will give or receive one 
or more gifts of substantial value 
tomorrow. 

December 25—You, in the words 
of Solomon, may well enjoy the 
good things that exist this sea- 
son and leave the signs of your 
gladness everywhere. 


December 26 Most everyone 


who hires expensive help these 


AVIATION 





days feels an acute moral respon- 
sibility for the welfare of the peo- 
organization 


ple who make his 


tick. 


December 27 — “Your sstiffest 
competitor is The only 
‘block’ in selling the revised Mer- 
cantile Block ~Commercial Prop- 
Don Wit- 


yourself. 


erty Coverage) is you.” 
meyer, New Haven. 
December 28—-You increase your 
hidden taxes every time you ne- 
glect to ask for the order. Also 
every time you “minnerdittl,” 1.e., 
devote yourself to minor details. 
December 29 Your prospect 
has a justifiable reason for know- 
ing that, with you, insurance is 
not a sideline. 
December 30—Women, too, have 
estate problems. A large propor- 
tion of the owners of substantial 


a busines Ss, 


estates, possibly the majority, are 
women. When an estate owner 
dies, a major problem confronting 
the heirs is liquidity. 

December 31 “The prevailing 
rules of our world call for the vic- 
tory of straight 
line, the undivided purpose over 
confusion, backing and starting, 
John Lard- 


simplicity, the 


the muddled mind.” 
ner, “Newsweek.” 


American Equitable Assurance Company 


of New York 


Organized 1918 


Globe & Republic Insurance Company 


of America 
Established (842 


Merchants and Manufacturers Insurance 
Company of New York 


Organized 1849 


New York Fire Insurance Company 


Incorporated 1!832 


Corroon & Reynolds, Ine. 


MANAGER 
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Q. How is this form written? 

A. As an endorsement to a 
Fire and Extended 
policy. 


Coverage 


Coverage 


Q. What does this form provide? 

A. It extends the Fire and Ex- 
tended Cover policy to insure 
stocks, goods, wares and merchan- 
dise, to which furniture, fixtures 
and premises improvements may 
be added, against all physical 
risks subject to certain exclusions. 
The property insured is subject to 
limits of protections at (a) listed 
locations, (b) unnamed premises 


and (c) while in transit. 


Exclusions 


Q. What are the exclusions? 

A. There are numerous limita- 
tions in this form. The endorse- 
ment does not insure as to: Perils 

floods, inundations, backing up 
of sewers, breaking of boundaries 
of lakes and reservoirs unless due 
to fire and explosion occurrences 
or while property is in transit; 
seepage through 
and sidewalks 
from 
premises from non excluded peril; 


basement walls 


unless resulting 
physical damage to the 
also earthquake, mysterious dis- 
appearance, changes in 
texture, finish, 

changes in temperatures, contam- 
ination, marring, scratching, gas 
or smoke from 


flavor, 


color, extreme 


industrial opera- 
tions, smog, latent defects unless 
caused by non-excluded physical 
damage to the premises; also 


processing losses unless due to 


fire; explosion, damage, 
theft from an unattended locked 
automobile. 

Artifically 
electrical units are specifically ex- 


water 


yenerated fires in 


cluded. Breakage of fragile arti 
cles other than photographie and 
scientific lenses is not covered un- 
less caused by fire, extended cover 
perils, water damage or theft. 
Other fidelity 
fraudulent schemes or de 


exclusions are 
losses, 
vices, orders of civil authoritie 
war and acts of war, delay, los 
of market or use, business inter 
other 


ruption or consequental 


losses; disruption of steam boilers, 


disintergration of moving parts 
but damage to other 
these 


rain, snow and sleet, 


of machinery 
property 


covered) ; 


from perils is 


December 1956 


coverages 
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COMMERCIAL PROPERTY COVERAGE 


damage to property in the open 
except while in custody of a com 
mon carrier. 

Property goods sold 
conditional bill of sale, deferred 


under 


or installment payment plans after 
delivery to customers, mail ship 
in Alaska 


or in transit thereto or therefrom; 


ments; while goods are 
imports or exports shipped by air 
except to Canada. 

Furs and fur garments are in- 
sured up to $1,000; gold, silver, 
jewelry and watches are also cov 
ered up to this amount but no limit 
applies to fire and extended cover 
aye losses. The coverage on neon 
and electrical signs is limited to 
fire and extended coverage perils 


unless these items are part of the 
stock for sale. 

The A-B-C and D exclusions in 
the fire policy are also incorpo 
rated in this form—accounts, bills, 


currency, evidence of debts 


Rates 


4). What are the rates? 

A. A comprehensive rating table 
is needed to establish rates for 
this form. Prospects are classified 
as to type of goods and territory 
A small charge is made for Sprin 
kler Leakage 
Credits from 10 per cent 


insurance where 
needed 
to 40 per cent are granted for ap 
proved burglar alarms; a_ few 
areas may secure reductions from 
» to 20 per cent for approved 
econdary iron works; watchman 
merit discounts of from 24% to 20 
a maximum of 3; eg 


$5,000 


per cent for 
premium for first insu! 
ance for classification 1 merchan 
dise in Territory 1 is $16.50, for 
classification 8 in Territory VII a 
premium of $115. The premiums 
for $300,000 insurance for the 


above groupings range from 


$134.50 to $748.50, an indication 
of reducing cost per unit of in 
irance value advance 


Minimum annual premiums are 


Continued on page 62 
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Coverages and Forms 


Continued from page 61 


when attached to (a) non report- 
ing fire and extended cover policy 
$100, (b) form A _ reporting— 
$250, (c) Multiple location policy 
$750. 
The three year minimums are 
three times the annual, 


Form Approved in Twelve States 


This form has been under con- 


sideration by the rating bureaus 
for a long period of time but as 
yet only twelve states have voiced 
their approval. New York where 
potential premium volume is very 
great, recently asked the under- 
writers for premium and loss data 
to support the proposed rate 
quotations. 

The Commercial Property cov- 
erage is an endorsement attached 
to the Standard Fire and Extended 
Cover policy and broadens this in- 
surance to include ‘All Risk’ pro- 
tection. 
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Carefully fitted protection... 


is a major factor in building your busine: 


reputation as 


insurance man 


> and your 


Like other 


well-established capital stock companies, London & 


Lancashire’s choice of modern coveraves vives 


your assured complete protection 


We think you will agree: what serves your 


assured best is best for your business 


THE LoNDON & LANCASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTO 


LONDON & © 
LANCASHIRE | 
a 


™~ 


ORIENT INSURANCE COMPANY 

LAW UNION & ROCK INSURANCE COMPANY, LTD 

SAFEGUARD INSURANCE COMPANY OF NEW YORK 

STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 


LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


A firm friend 
of the 
American Agency System 








This plan of insurance is simi- 
lar to the method of applying 
“All Risk” coverage on office con- 
tents under the “Special Office” 
Coverage endorsement. The maxi- 
mum term of the policy to which 
this coverage is attached cannot 
exceed three years—rates subject 
to term rules—full charge the first 
year and 75 per cent of this rate 
the succeeding years or any part 
thereof. 


Rate Computation 

The general procedure pursued 
in establishing a rate (until such 
time as the proper bureau or ex- 
change has promulgated a rate) is 
as follows: 

(1) From rate tables establish 
the territory and business classifi- 
cation, 

(2) Set up the limits of liability 
for each location, 

(3) Multiply the 
these limits for each 
for the non-reporting policy 75 per 
cent of the limits are used for 
Form A; under the Multiple Loca- 


rates times 


location 


tion form average values are used. 

(4) Add up the total limits of 
liability and divide into the total 
of premiums as determined in 3. 
This is the account rate for one 
year unless substantial reductions 
increases in 
need for a 


and/or exposure 
would 
change. 

Present 
premium credit for existing in- 
insured 


indicate the 


plans do not provide 


surance but property 
under such Inland Marine forms 
as fine arts, camera, musical in- 
struments, construction and equip- 
ment floaters may be excluded. 


Business Classifications 
Excluded 


The following types of risk are 
not eligible for this form: manu- 
facturing plants, bailees, superior 
risks eligible for Broad Forms, 
utilities, farm and produce dealers, 
florists and nurseries, pets, live 
stock and poultry firms, theatres, 
restaurants and_ hotels, pawn 
brokers and second hand dealers, 
grain, cotton and mineral oil risks. 
If the value of any property as 
classified above, does not exceed 
10 per cent of the total liability at 
any one location, this property 
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may be included under the en- 


dorsement. We DON’T sell 


It is expected that a new Indus- 
trial Property coverage endorse- Life Insurance 
ment will soon be filed with the 
various state authorities. This 
form will be available to the man- 


ufacturing accounts. : Multiple Line 


It is quite evident this endorse- S i 
ment contains many exclusions 4 ervice 


which might make the net cover- 


age difficult to explain to a pros- Including 
pect. As the companies are at- ; 

tempting to agg re a great many Which = LIFE Insurance 
coverages on almost every con- S ' 7 
ceivable type of property at vari- logan will 
ous locations and in transit, it is 

quite natural that they would want Produce and 


to limit their liability somewhat. 


While the following grouping of Hold the 


exclusions is not complete, it will 


serve to generalize the limitations. Best Clientele 


This endorsement contains a good 


many of the exclusions of the for You 


Fire, Extended Cover, Transit and 
a number of the limitations found T da 
in the Water Damage policies, but 0 y 


not necessarily the exclusions in 




















the forms attached to these pol- You may have built yourself a successful 
icies. business in general insurance, without help 
from life sales. But today — and certainly 


Plan Will Benefit tomorrow — wouldn't it be even more suc- 
Large Accounts 


cessful if it included a modern life insurance 
service to your clients? 
The Commercial Property cover- 

age will generally provide a reduc- -—Especially if your Agency were able to 
tion in the cost of Material Dam- offer effective life service as simply and easily as you ean today 
age insurance for accounts with through SECURITY-CONNECTICUT LIFE —_ with the other 
large inventories if they have been Security-Connecticut Companies’ complete multiple line available, too! 
carrying Water Damage, Burglary 
and Sprinkler Leakage in addition 
to Fire and Extended Coverage in- 


Our life coverages have been carefully selected and streamlined to 
meet modern “consumer needs” most efficiently. And we've devised 
aa such a straightforward packaging and presentation for them that, 
surance. The charge for the 
i : < once shown, they almost sell themselves 
Sprinkler Leakage Coverage is 
very low, between $.01 and $0.15 Why not learn about some of our life ‘exclusives’? Maybe then you'll 
per $100. Of course, there are sub want to hear about some of the exclusive features in our agency 
stantial savings in the other forms contract, too! Right now, we're ready to talk about outstanding 
of insurance too. agency contracts for general insurance agencies in California, Ore 
gon, Washington, District of Columbia, Florida, Indiana, Kentucky, 


The smaller risks should not be Louisiana, Missouri, North Carolina, and Pennsylvania 


overlooked. In one instance the 
Commercial Property premium 
computed for an average size hard- 


ware store was 10 per cent less . SECURITY-CONNECTICUT 


than the premiums for vandalism, 
sprinkler leakage and _ burglary INSURANCE 
coverages which it replaced. = 0’, COMPANY 


It is estimated there are approx- NEW HAVEN, CONN. 


imately 1,400,000 retailers and 


123,000 wholesalers who may be | ; : . PETER J. BERRY President 


prospects for this new coverage. | Ki G. ALBERT LAWTON, C.L.U. 


In all probability, the wide-awake : . ‘ 
agent will be forced to review all Executive Vice-President 


his commercial accounts to deter- 
mine those risks eligible for this 
coverage. 


PARENT COMPANY FOUNDED 1841 
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The saving will come from your cent saving on office handling of 
mcome, the automobile line would produce 

Now then, a few comments in almost the same ‘take home’ that 
reply to Peter J. Berry, president an agency could retain under the 


Everybody Loses 


Continued from page 25 


of the Security-Connecticut com- higher premiums and commission 

panies. He speaks in SPECTATOR, rates.” 

Advocate of October, 1955; a most October issue, of “savings already Mr. Berry, I challenge you or 
timely ard helpful article by the widely demonstrated.” I have al- any of your representatives to 
editor, C. 5. Rosenweig. ready challenged that as, at least, make that stand up countrywide. 
To make this “cripple” available only a half truth. Then said THE Sure a limited number of small 
at 20 per cent off, where will the SPECTATOR article: town agents might be correctly in- 
bulk of the savings come from? “From a survey of agents using cluded in your statement, but 
Face it, Mr. Agent. Face it; for a similar plan, the Home Office countrywide? Let’s have the facts 
I warn you the companies have. representatives showed a 75 per in cold print. Who, when, and 


— : ae where. 


In the beginning, I suggested the 

: : | companies would eventually face a 

ree | se | IC YIN me! ) | NS rERS loss through the use of this “crip- 

ple.” You may have thought this 

statement was included inadver- 

A RICH. L tently. Not so. Even with the 

’ ’ an shocking commission contribution 

\\| [ l | | \ the agent makes to make this “crip- 

ee ple” possible, I’m convinced that 

the “little ole loss ratio” will rise 

to disturb the sleep of the company 
executives before long. 


serious Business 


"Selective Program" 


Oh yes, I know all about the 

An accident in a store can be serious “selective program” (another phase 
business. of annoyance to the agent), but 
That's why it’s good business to sell | there’s more to it than meets the 
liability protection to the merchants | eye. Only time will tell, but as a 
in your Community. company underwriter for many 
It's easy to sell the Storekeeper's | years, I say be careful of that new 
Liability Policy if you have the help | market, Mr. Berry. One cannot 


of a convincing circular such as speak too openly, but I say “sailor 
“Good Business.”’ This new beware.” 

Zurich-American leaflet not only And then, Mr. Black, president 
outlines the protection afforded, but of the Home, in a great message in 
also points out that a single accident New York, recently brought up an 


; ide: soa ae = hieetidie 

ora single sale of a faulty product idea that is worth exploring, i.e., 
the calibre of age is reducec 

could put an uninsured merchant out al 7 of a nt this r du 
commission idea will develop in its 

of business and into bankruptcy 4 I 
ultimate. 

If you could use some good 


et’s be »S it e an ar. 
commercial business to increase your Let's be honest with one another 


If this program of a reduced rate 


volume, why not begin selling the : spn ; 
predicated principally on a drastic 


Storekeeper's Liability Policy right now. ' Stine 
peti ade ; cut in commission is successful in 
The Zurich-American field man will ; ; : 
the automobile field, it will even- 
tually be the pattern with many 


other classes. Remember Califor- 


be glad to help you get started. 


Zurich tacurance Compony nia’s selective commission idea now 
American Guarantee and Liability Insurance Company under fire. 

HEAD OFFICE: 135 South La Salie Street, Chicago 3, Illinois Then, with such terrific cuts in 
income, what’s going to happen 
with the more competent high 
grade agent? T).2 answer is so 
transparent. He will seek other 
more lucrative fields, leaving the 
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non-productive business to the sec- 
ond grade, poorly trained producer 
Now hear this, Mr. Agent, where 
DO you stand? If you take this 
“cripple” into your office alongside 
of your finer companies, you stand 
at the cross-roads. 

I ask HOW can you sell the 
“cripple” to one client and a con 
tract costing 20 per cent more to 
another? Same home office. Same 
underwriters. Same claims depart- 
ments. Same everything except the 
name on the contract and the paper 
on which it’s printed. How can you, 

all honesty and integrity, treat 
your clientele with such a shabby 
lack of principle and forthright- 
ness? Explain it as you will, and I 
say you stand indicted as just a 
commission hungry individual un- 
worthy of the American Agency 
System. 


May Be Defeated 


I, for one, refuse to treat a single 
one of my fine clientele thus. Maybe 
I’ll go down in defeat, for I realize 
the implications inherent in this 
new program, but so help me I’ll 
go down fighting for a principle on 
which I built my business for 26 
years. Honesty and integrity to the 
smallest client as well as the larg- 
est. If that spells defeat, defeat it 
is, but I’ll still have that which is 
worth more than money. The con- 
viction of a battle lost but a prin 
ciple vindicated, and then, with 
head high, I can live with myself 
and move into those other more 
lucrative fields of insurance. 

3ut if Mr. Agent needs a place 
to stand, let me suggest this one 
It’s right where people congre- 
gate and do their business—in the 
super-markets. 

Recently, Ernest L. Clark of 
Corporate Advisers, Inc., suggest- 
ed, “One of the problems of meet- 
ing competition today is this very 
point of availability. To rent easily 
accessible points of contact, such 
as an office in a shopping center, 
agents have not been willing to put 
out the amount of investment nec- 
essary to rent, equip, and staff such 
insurance stores as they might be 
termed. 

“May I make a suggestion which 
may be a partial answer to this 
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problem? In each small community So now there's a proposal before 


there is usually a branch of the the Pennsylvania Association of 


agents’ association, Either it is a insurance Agents. It calls for 
local organization or it Is merely a PAIA to organize a corporate en 


grou Would it be feasible for 
group ould ve feasibl ' tity known as the PAIA Insurance 


these to join in a project, each put 
: | Ayency to be owned by the mem 


ting up a small portion of the in 
” bers who subscribe to its stock 
vestment, opening such Insurance 

, Object? T “( » | ’ ‘ 
stores where they are readily ac , lo provide a very con 


cessible in the shopping areas?” venient market place for prospects 


That sounds revolutionary. But to buy our products, personal in 
it’s a lot stronger as a head-on surance and particularly automo 
attack against direct writer com bile insurance in competition with 
petition than all the “cripples” cut rates. These should be in shop 


we've been offered so far Continued on page 66 
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How popular can a policy get? 


Even we don’t know the answer t ind childs nd will automatical 
that YET. Burt the way families are include newborn children after filtees 
responding to Prudential’s remark days at no increa in premium Ir’ 
able new FAMILY POLICY, it’s fast easy to see what this can mean to 
becoming one of the most popular your chents 

policies offered today. And this | 


only the begu ning And it easy to see what it can mean 
’ s Bt ia 


’ to you quick clo inp ile te idy 
The FAMILY POLICY is a und poli | 
ile 


mcomnme hoo ting ile 


j 
i 


policy one low premium If you'd like to know more about 
vide life in urance tor Vou | Prudet tral’ FAMILY POLICY, of ibourt 
(permanent vhole life insurance for Prudential’ Brokerage ervice, just 


Dad and term insurance for Mother fll out and mail the coupon below 


SP 60 
TO: BROKERAGE SERVICE + THE PRUDENTIAL, NEWARK 1, N. J. 


C] Please na f f f n Prudential’s sROKERAC 


[] Pleas rT wore info n on Prudential’s FAMILY 
NAMI 
ADDRESS 


PHONE 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


Life Insurance * Aanaities © Sickness & Accident Protection © Group Ineurance * Group Pensions 











jin vr 
Vhe Wan Who's 
Just Wloved Jul 


A man we heard about the other day His agent explained that the Atlantic 
had just moved his family into a new Companies’ Homeowners Policy 


home. Most of his savings had gone for » oo Gutibiats Reend Gee tach end & 


the down payment, and quite naturally 
: . -. ability insurance in one easy-to-under- 
he wanted to make certain that his in- 
stand policy 


vestment was adequately protected, 
. +» safeguards your home and its con- 


But I don’t want a lot of complicated tents against 18 different types of risk 


insurance policies and a lot of different 
premiums to pay,” he told his insurance ++» requires only one premium 


“Can’ ‘e i. ; 
agent. “Can't I just get a couple of poli »+-gives you more protection, yet costs 


a” 
cies that will give me enough coverage? up to 25% less than equivalent policies 
“You can do better than that—with one ; 

If you are moving into a new home—or if 
pote . : you are already established—ask your inde- 
The Homeowners Policy is the mod- pendent agent or broker about the advan- 
ern, easy way to insure, It actually gives tages of the Atlantic Companies’ Homeown- 
you fuller, more thorough protection at ers Policy. He will select the right policy 
less cost.” for your individual needs, 


new Homeowners Policy,” his agent said. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
P.O. Box 6, Wall Street Station « New York 5 
Baltimore * Boston * Charlotte * Chicago ¢ Cincinnati * Columbus * Dallas ¢ Detroit * Grand Rapids 


Houston + Indian « * Los Angeles * Milwaukee * Minneapolis * Newark * New Haven © New Orleans 
Philadelphia + Pittsburgh * Portland « Richmond « St. Louis « San Francisco ¢ Seattle ¢ Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 








This advertisement appears in the Country's leading newspapers 
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Full FIRE Figures 
| The Spectator's 1956 "Fire Index" Is 
THE now available. ORDER YOUR COPY 


PROPERTY NOW for prompt delivery. $3.00 
THE SPECTATOR 
eae séth and Chestnut Sts 
iladelphia 39, Pa 
THAT AGENTS FORO III IOI IOI OO tot 


ARE BUILDING | nO 
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| Everybody Loses 
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ping centers, in food markets, or 
any similar location where large 
numbers of persons go with money 
to spend. The 5&10 carried only 
five and ten cent values years ago, 
but today we all know they give 
other stores plenty of competition 
with merchandise selling for up to 
$25.00. 


Volunteers 


How would these locations be 
manned? Well, one suggestion, by 
PAIA members volunteering to 
serve on some equitable basis. 

What companies would the agency 
represent? That depends. Certainly 
those which have served us well. 
Perhaps a plan comparable to the 
assigned risk setup could be devel- 
oped; that is, some fair and pro- 
portionate distribution of this busi- 
ness to all companies supporting 
such an undertaking. 

The general idea is to expose 
ourselves to large numbers of per- 
sons who are insurance prospects 
at places and at times when they 
may be receptive. Surveys all show 
that this army of potential buyers 
patronizing these shopping centers 
and food marts are for the most 
part not being reached now. The 
survey carried out so successfully 
for our local association by the 
Women’s Insurance Society of Phil- 
adelphia gave positive proof that 
one-third of all interviewed were 
not regularly contacted by agents 
and 75 per cent of those inter- 


viewed were home owners. 


Revolutionary Idea 


Revolutionary or not, the PAIA 
Insurance Agency has many facets, 
many possibilities—for the rest of 
the country as well as for Pennsyl- 
vania. That will give Mr. Agent a 
place to stand. It will put him out 
in the midst of potential customers. 
We'll still have our independent 
agencies without stooping to six- 
month policies, direct billing or 
any other cost-cutting roads to 
suicide. 
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N any prosperous, expanding 

economy, such as we have in 
this country, the future carries a 
rosy tinge. Under such a spell, 
investors are tempted to buy 
securities based on a look to the 
future—or across the valley as 
someone has said—without giving 
too much thought to the present 
day problems, or what might 
happen in the valley before one 
reaches the other side. 

This type of projected thinking 
is contagious and leads many an 
investor to follow the fashion of 
the moment in stocks, a fashion 
that may not be suitable to his 
specific problem. 
institutional 
investor, such as a pension fund, 


For example, an 


with a fairly steady flow of new 
money coming in, is in an entirely 
different position from an _ indi- 
vidual fund or a trust fund with 
a fixed amount of capital. The 
institution, if succumbing to the 
existing fashion of buying future 
hopes, may pay a price for secu- 
rities considerably out of line 
with immediate earning 
The price may likewise discount 


power. 


to a sizable extent the hopes of 
the next five to ten years. Such 
enthusiasm may, however, be tem- 
pered at a later date through pur- 
chase of the same stocks on a 
more rational basis. The result 
will be a form of dollar averaging 
and the overall cost may more 
truly reflect the long range value 

The individual or trust, how 
ever, with a more or less fixed 
amount of capital has little chance 
of correcting such errors in “fash- 


ion” without ending up with too 
high a concentration of funds in 
one security or group of securi 
ties, and the consequent loss of 
proper diversification. 

The answer to sound investing 
in both cases is a stubborn ad 
herence to the fundamental in 
vestment factor, earning power 
Fashion in stocks, like fashion in 
anything, has a habit of sudden 
change. Such changes are brought 
about through a shift in the out- 
look, once thought so_ brilliant 
But whether the outlook is bril- 
liant or questionable, an analysis 
of any company should 
revolve around earning power. 
That analysis should consider not 


always 
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uevestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Dangerous Fashions in Stocks 


only projected earning power of 
five or ten years from now, but 
right now and 


earning power 


what might be termed the fore 
seeable future, six months or a 
year from now. 

It is when we are too much 
carried away by the brilliant long 
term outlook for a company that 
we are likely to get into trouble 
When you buy a security—and it 
is done every day—-on the basis 
of future earnings, with little re 
today, 


gard for earning power 


those future earnings must mate 


MILLION DOLLAR 
PRODUCERS 


7 
SCmpcc 


“And now, for our last new member 
this year, from Municipal Airport in 
Eimwood City .. .” 


rialize to justify the price you pay 
for it. If those earnings do not 
materialize, your investment will 
be a poor one. During periods of 
enthusiasm, when it is the fash 
ion to look forward, an unrealistic 
price is frequently paid for many 
top quality “blue chip” stocks. 
Obviously the lack of market 
vigor in many quality stocks in 
the past few months indicates 
that many investors have taken a 
second and more sober look at 
current prices as related to future 
earning power. The persistence 
of the Federal Reserve in keepin 
money tight, and consequently 
forcing yields on bonds to an en 
ticing level, has highlighted the 
low return on many first line 
stocks 
flecting the earning 


today but the hoped for earning 


These stocks were not re 


power of 


power of 1960 or beyond. 

A look at the highs reached by 
some of these “blue chips” not 
long ago and the relation of those 
highs to 1956 earning possibilities 
may be helpful. 

Union Cartide is a well rounded 
chemical and little can be said 
against it. The future for the com- 


pany indeed looks bright. How 


"2 


ever, at a price of 133 it was sell 


Continued on page 68 
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Continued from page 67 


ing at 27 times its 
This 


1956 earnings 


probable 1956 
earnings. 
lated to 


price of 133 re- 
may not 
mean much to some people, but if 
you look up past history you will 
find Union Carbide during the 
previous ten years had sold at an 
of 16.6 


earning capacity. This gives you 


average price times its 


some idea of how much hope for 
the future was wrapped up in the 
stock at the high price paid this 
year. 

The same can be said of Minne- 
apolis-Honeywell selling at a high 
of 90. It was exceeding its past 
valuation of earning power by 
nearly 100 per cent. To be exact, 
the ratio of the ten year average 
earnings to the price of the stock 
was 14.6 1956 
ratio of 28 Quite a bit to pay for 
even a first line, successful com- 


compared to the 


pany like Minneapolis-Honeywell. 


People who get around a bit 


need this all-risks protection 


- 
= POSSESSIONS are more prized 

or more costly to replace—than 
jewelry and furs. Better make sure 
fright’ now!) that clients and pros- 
pects are reminded about the favor- 
ably low rates at which the Jewelry- 
Fur Floater is written. 

loo, that any new items are sched 
uled, so clients will have the full pro- 
tection they need. It's too late to do 
this wher uninsured jewelry can't be 
feund or a stolen fur can't be re- 


covered 


While you're about it, suggest that 
a Grain Dealers Personal Articles 
Floater be written to cover not only 
jewelry and furs but other valuables 
as well. Or, show how the all-risks 
forms can be used to round out cov- 
erage under the residence packages— 
at worthwhile premium savings. 

P.S. Grain Dealers’ inland marine 
facilities provide the range, capacity, 
and service you can use to advantage. 
Talk to our special agents or write 
the company for full information. 


nuit Lisle b fied, 


INSURANCE COMPANY 


INDIANAPOLIS 7, 


INDIANA 


Western Department: Omaha 2, Nebraska 
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Another example is Corning 
Glass, which worked up to a high 
of 87 at which it was discounting 
the future on a ratio of 31 times 
1956 earnings 
above the 


considerably 
demonstrated earning 
power of the past. The previous 
ten years showed earnings being 
capitalized at 16.8 times the price 
of the stock. 

There are many other examples 
on the New York Stock Exchange 

that 
to earnings, and all 


of securities have sold at 


high ratios 
because of the confidence placed 
in an ever ascending prosperity. 
Whether such a risk is warranted 
is up to each individual investor, 
investment history has 
that growth is usually 
slower than anticipated and that 
prices paid under the full glare of 
prosperity are likely in time to 


but past 
shown 


look unrealistic. 


Stocks Selling Fast 


These stocks have sold at such 
high levels on the contention that 
the potential of stocks of fast 
companies is so great 
that the earning power of today, 
or of previous years, is of little 
moment. These arguments are all 


growing 


based on personal interpretations 
of the future. New products, new 
methods, new management, are all 
cited, plus the ground swell of 
increasing demand from increas- 
ing populations. All strong argu- 
ments, but you will find that these 
arguments are most prevalent at 
the time many securities are al- 
ready discounting that great fu- 
ture potential in a substantial 
way. When confidence is high, it 
is no great trick to observe the 
obvious—every one is pointing it 
out to you and it is easy to follow 
the fashion of the moment. 

To refer to the 


mentioned 


three stocks 
Carbide, Min- 
neapolis-Honeywell and Corning 
Glass—all of these stocks could 
have been boucht in late 1953 and 
in 1954 at prices that were neither 
out of line with actual earnings 
or the hoped for earnings of sev- 
eral years later. Then the pur- 
chase was a true investment, not 
influenced bv the emotions of a 


Union 


boom psychology. 
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Not to look at the future can be 


even more dangerous than to lg- Yes in booming Los Angeles, 
nore the past, but you should the nation's third metropolitan market 
; area—we have an exceptional oppor 


evaluate the possible results of tunity for the right man. National Re 


ve Life h d the 200 million 
new products, new methods or a serve e has passe e illic 


dollar mark of Insurance In Force—and 
new management when those pos- we are expanding our General Agent 
oe pas 7 7 structure throughout our entire operat 
sibilities are not so obvious. It is ing area, from the Territory of Hawoil 
— . . . i from California to Florida. We 
when they are obvious and othe rs A N G E . S$ assure our field force men complete 

have already seen the potential home office cooperation 
‘ he fi : if you are the man aware of the 

‘ ‘es star y 

th at Stor k price st irt moving on tremendous opportunity for a reword 


hopes rather than sound judg For The Man Ready For General Agent ing career in progressive Los Angeles 


4 lifi +i write us for complete information. All 
ment. Qua mcarion correspondence kept in strict confidence 


H. O. CHAPMAN, Pres 
S. H. WITMER, Chm. of the Board 


From 1929 Forward 


You no doubt know that the 
purchaser of du Pont at its 1929 
high would be way ahead by now. 


True enough, but it took twenty | NATIONAL RESERVE 
years to prove the point and dur "id: INSURANCE COMPANY 


ing se > ~Pe ‘ F 

ing those twenty years many an TOPEKA. © SIOUX FALLS 
investor was either forced by cir 

cumstances to give up his du Pont Strong as the Strongest Enduring as Rushmore 


or became totally discouraged 





When the sun is shining a con 
fident position on a mountain peak HAIGHT, DAVIS & HAIGHT, Ine. 
is most enthralling and little 
thought is given to the valley Consulting Actuaries 


below. It is only when one must ARTHUR M. HAIGHT, Presiden: 


pass through that valley and climb INDIANAPOLIS OMAHA 
the new peak in the distance that 


it is realized how long and tire- 
some a journey it can be. 








Woodward, Ryan, Sharp and Davis 
Slowi 
ne ee ae Consulting Actuaries 


The Federal Reserve is doing 55 Broadway, New York 6, N. Y. 
its bit to try to slow down the 
expanding boom and the enthusi mementos 
astic discounting of the future 
that goes with it, through tighten- 
ing the available credit. This is 
all to the good, as the hoped for Ny . ‘i 
growth of our economy depends K KI N St K A N¢ 2 
on moderation, and the Federal! 
Reserve position is an excellent 
example of moderation. The goal 














A continuing relationship 


is to sustain and expand our pros Insurance Company of North and the advantages of dealing with 
perity over a period of years, as America is the nation’s leading in America’s oldest and largest stock 


opposed to the wild ride of ex- dependent market for reinsurance fire insurance Company 


‘ I'he position it holds in this field We invite you to discuss your Re 
ber: rosperity atere ; | 
uberant prosperity fostered by and the stability it maintains make insurance requirements with us 


cheap money, resulting in the a continuing relationship advanta Write or te le phone our Reinsur 
inevitable collapse from over- geous to you ance De partment, Or, if you use the 

. , ; : ~B » 
extension in business and finance. With capacity and experience services of a Reinsurance Broker 


P ‘ s ) ask him to discuss your problems 
Investors could well follow this the North America Companies pre i iim to ur f i 
vide diversification and strength with us 


example of moderation by giving 

due weight to both existing facts 

and future hopes. NORTH AMERICA COMPANIES 
Perhaps in time we shall learn Insurance Company of North America 

to make haste slowly and not put hy ca empty cant ah Philadelphia 1, Pa. 

our bets too far out in the haze | Protect what yeu have © Rittenhouse 6-7900 

enveloping the future. 
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These Names Make News 


Continued from page 10 


iary of American Surety Com- 
pany. Mr. Russell also continues 
as secretary. 

Ralph P. Schaberg, treasurer, has 
been elected secretary-treasurer 
of Manhattan Life. He succeeds 
Edward Fitzsimmons who re- 
signed to join Mount Vernon 
Life. 

Paul I. Reichart has been appoint- 


ed vice president in charge of 
sales for Life of America, Wil- 
mington, Del. He was previously 
supervisor and assistant state 
agent for Pennsylvania. 

Arthur W. Willcox has _ been 
named vice president in charge 
of underwriting for Life of 
America, Wilmington, Del. He 
was previously with Metropoli- 
tan Life. 

George W. Steinman, board chair- 
man of Midland Mutual Life, 
died Oct. 19 at Columbus, Ohio. 
The 82-year-old executive served 


YOUR HOME | 
AWAY FROM HOME 


many others. 


GROUP 


know-how. 





We suggest that you think of American United Life as 
your “home away from home’’—in terms of a second 
company for your surplus business, or for business your 
own company does not accept. 

SUBSTANDARD BUSINESS—American United Life 
is a specialist in writing rated business, as high as 5 
times normal mortality. 

SPECIAL POLICIES—American United Life has a 
complete portfolio of contracts: low net cost and low 
net payment—rateable; special option investment type 
contracts; major medical and non-can disability; and 


American United Life can offer you practical 
assistance in the group field 


assistance built on a flex- 


ible attitude in underwriting, selling and merchandising 
group coverage of every kind, 


* 


You'll find American United Life always willing to 
apply to your problems its wealth of experience and 


AMERICAN UNITED LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS * FLEXIBLE OPTIONS * LIFE INCOME * LOW NET 
COST SPECIAL * UNIQUE JUVENILE * GROUP INSURANCE * GROUP RETIREMENT 
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iSTS IN THE FIELDS OF SUBSTANDARD UNDERWRITING AND REINSURANCE. 





with the firm 44 years—27 of 
these as president and the last 
two as board chairman. 

Robert C. Ayers, vice president of 
American Life, has been ap- 
pointed vice president of Amer- 
ican International Assurance, 
Hongkong, China. Both com- 
panies are affiliated with Amer- 
ican International Reinsurance. 


Russell J. Scott has 
been elected a vice 
president of Ameri- 
can Home Assur- 
ance. He is vice 
president of Insur- 
ance Company of 
State of Pennsyl- 
vania, an affiliate. 


Edw. C. Hilman, president of 
Traders and General Insurance 
of Dallas, Texas, died at Dallas 
on Nov. 9 at age 69. One of the 
company’s founders in 1928, 
Mr. Hilman served as president 
since 1942. 

Donald W. Davis was elected a 
vice president in charge of 
production and underwriting in 
Ohio for Insurance, 
Dayton. Formerly he 
lished the casualty department 
for Michigan Surety. 


Reliable 
estab- 


F. W. Garvey is 
newly elected vice 
president of Reso- 
lute Credit Life. He 
advances from man- 
ager of agency ser- 


vice 


p= 


John E. McCarrick, Douglas M. 
Roy and Ross E. Roe have been 
promoted to vice presidents of 
Selected Risks Indemnity and 
Selected Risks Fire. All were 
assistant vice presidents. 

Herbert Schiff has been elected 
vice president in charge of life 
insurance production of Schiff, 
Terhune and Company. 

Lyndes B. Stone, vice president of 
Phoenix Mutual Life, has been 
elected a director of the firm. 

Ralph Hover, vice president, has 
been appointed a director of 
Camden Fire to serve the un- 
expired term of former New 
Jersey governor Walter E. Edge. 

Leonard S. Hobbs has been elected 
to the board of Aetna and sub- 
sidiaries—the World Fire and 
Marine, Century Indemnity, and 
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Standard Insurance of New 
York. He is vice chairman of 
United Aircraft Corp. 

Robert C. Baker, executive 
president and a 
American Security and Trust of 
Washington, D. C., has been 
elected a director of First Col- 
ony Life, Lynchburg, Va. 


vice 
director of 


Walter J. Maginn 
has been elected 
vice president and 
general comptroller 
of Mutual of 
Omaha. He moves 
up from the post of 
secretary. 


Edward S. Mason, dean of Har- 
vard University’s Graduate 
School of Public Administra- 
tion, has been elected a trustee 
of Teachers Insurance’ and 
Annuity. 

Eugene F. Massey has been ap- 
pointed Philadel- 
phia Life to succeed the late 
James W. McDevitt. Mr. Massey 

with the company 


treasurer of 


has been 
since 1923. 
Malcolm Cravens 
pointed a director of Camden 


has been ap- 


Fire. He is a partner in Cravens, 
Dargan and Company, of San 
Francisco. 

Lester C. Layman and Robert J. 
Towne have elected di- 
rectors of Security-Connecticut 


been 
Companies. Mr. Layman is an 
insurance consultant and for- 
mer president of Balboa Insur- 
ance. Mr. Towne is a member of 
Andrews and 
consulting insurance actuaries. 


30wles, Towne, 


Robert L. Jackson 
former manager of 
Standard Accident 
and affiliate, Planet, 
agency ond field 
cooperation depart- 
ment, has been 
named 
secretary and cor- 
porate assistant sec- 
retary. 


executive 


Frank J. Hogan has been elected 
secretary of Mutual of Omaha. 
He was previously president of 
Constitution Life, Los Angeles. 

E. A. Frerichs, Kenneth D. Hamer, 
Karl Ljung and Arthur F. Wil- 
liams have been elected direc- 
tors of Life Insurance Agency 
Management Association. All 
are agency vice presidents. Mr. 
Frerichs is with Security Mu- 
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tual Life, Mr. Hamer with Pan- 
American Life, Mr. Ljung with 
Jefferson Standard Life, and 
Mr. Williams with Crown Life, 
Canada. 

Ruth Rummler Russell, associate 
editor of THE SPECTATOR, will 
join Penn Mutual Life on Jan. 
2, 1957, as editor of “Comrade- 
ship,” the firm’s employee maga- 
zine. 

George A. Ware has been named 

Western 

He was recently 
Dallas 


agency director of 
Bankers Life. 


supervisor and branch 


manager of Volunteer State 
Life. 

Paul M. Hawkins, former general 
counsel of American Retail Fed- 
eration, has been named coun- 
sel on the staff of Health Insur- 
ance Association of America. 

John M. Forrest and Paul M. Klein 
have been appointed directors 

of International Association of 

Accident and Health Underwrit- 

ers. Mr. Forrest is manager of 

Mutual of Omaha in Akron and 

Mr. Klein is owner of the Paul 


M. Klein Insurance agency. 








NOW 


prefers for his clients 
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Your assureds continuously control ownership until age 65. 
Even after that, the policy may still continue in force at the 
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Accident benefits to 
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sickness benefits 
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Company News 


Continued from page 20 


Home Life has consolidated ordi- 
nary and group sales in a sin- 
gle department under John H. 
Evans, vice president-sales. 

Insurance Company of North 
America has increased paid-up 
capital from $26,596,860 to $26,- 
604,060 by issuing 1440 shares 
of common stock par value $5 
each. 

Maine Fidelity has been admitted 
to do business in South Caro- 
lina. The company is already 
licensed in 19 states and Dis- 
trict of Columbia. 


Award to America Fore 


CITED FOR SERVICE by U. S. Defense De- 
partment recently was America Fore Group. 
Secretary of Defense Charles Wilson issued 
the Defense Department Reserve Award for 
“outstanding cooperation" to reservists and 
reserve activities of the armed forces. 
Shown above is Frank A. Christensen, 
America Fore board chairman, accepting 
pennant and citation certificate from Rear 


Admiral M. E. Miles, USN. 


National Association of Life Com- 
panies has 
members since the Fall 1955 


AC cepted 43 new 


convention 


Nationwide Corp., in a bid for 100 
per cent ownership of National 
Casualty, recently offered to 
buy all outstanding shares at 
$63 a share. Nationwide already 
holds 87 per cent of outstanding 
shares of National Casualty. 


New Zealand Litd., managers of 
New Zealand Group, has an- 
nounced that South British In- 
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Surance Ltd. is curtailing fire 

spect Min ; 8 fire written. president The company’s Cana- 
and casualty operations in the A new $2 milli fice | 
U.s A new $2 million office building, dian premium volume this year is 

. : 

Pan American Insurance, Hous 
ton, Texas, plans to increase its 
capital to $600,000. Move would 
be effected by sale of $100,000 
preferred stock for cash t 

resent stoc rs T 

f p i) kholde rs. These Monthly Letters Are 

referred Accident Insurance, Imprinted Especially For You To Create Prestige: 


EXECUTIVE VIEWPOINTS ... INSURED PENSIONS .. . EM- 

tional dividend of 15 per cent PLOYEE BENEFIT PLAN REVIEW ... NET AFTER TAXES... 
probably during the last quar- BUSINESS SECURITY ae INSURANCE BUYERS NEWSLETTER 
ter of 1956 making 8&5 per cent ; ie irae | a 
to aa ade prseees wea aac CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
Sisk: Hie tet aie naceed 180 W. Adams Street, Chicago 4. Hl. 
ing to Leffert Holz, New York 
state insurance superintendent. 

Protective Life has increased cap 
ital stock from $2 to $3 million 
Increase was declared as a 
stock dividend. The company 
now has 300,000 shares with $10 
par value each outstanding. 

Republic Casualty, Louisville, Ky., 
is now being operated and au 
dited by the Kentucky Insur 
ance Department. 

Republic National Life has 
amended its corporate charter 
to permit splitting of shares of 
capital stock in five-for-one ex 
change. Capital will be in- 
creased from $467,270 to $1, 
401,810. This will be accom 
plished by declaring a 200 pei 
cent stock dividend when $934, 
540 is transferred from surplus 
to capital. 

United States Fire stockholdei 
approved merger of Southern 
Fire into United States Fire ) 
The merged companies will con 
tinue operations under United ‘ Tprihy Vii W/ - 
States Fire, effective Dec. 31. OH “A W WH C UYMHOST 

Travelers Fire and Travelers In- 
demnity stockholders have 
voted to merge. The resulting 
firm will be called Travelers In 
demnity, effective Dec. 31, 1956 

Union Bankers has been licensed | 


to be the new Canadian head up 33 per cent over 1955 and the 
office of Mutual of Omaha, was company has outgrown its pres 


recently announced by V. J. Skutt. ent building 





New York, will pay an addi 
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The life under vriter’ contribution to happi 
nes consist of the re il feeling of security 
which he brings the family 


life i! vrit everywhere the 


to operate in Montana. This i . ble | ‘ | 
the twenty-sixth state in which quitabie surance ompany of lowa 


the firm writes. offers at may your holiday 
Union Labor Life has been au PP) aq i ’ Year crowned with 
thorized to do business in Ore contr contributions to the happine of 
gon. The company writes in 20 our fellow men 
other states. 
Wohlreich and Anderson Ltd. 
have opened offices in New York 


City in association with Grif ae . Me 
fiths, Tate Ltd. and Morice, ae im, * MMMUd 


Tozer and Beck, both of London ) 7 ure insuURANCE COMPANY OF IOWA 





Reinsurance, ocean marine, ex 
cess and surplus lines will be 
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Kenyon-Boker Doremus & Company Dawson, Miles M “s es 


Hill, R. O. H 


Home Insurance Company 
Albert Frank-Guenther Law 


American Internat'l Underw’trs Baltimore Life Equitable Life, New York 
Robert W. Orr & Assoc Stanley L. Cahn Kenyon and Eckhardt 
American National Insurance d Grown end Wenerdson Equitable Life, lowa International Business Machines 

Alert Advertising Coats and Burchard J. M. Hickerson Benton and Bowles 
American Progressive Health Kiau-Van Pietersom-Dunlap Estey Corp Life of Americe 
Edward Weiss Advertising Columbian National Life Ambrose & Borrie Walter §. Chittick 
Life of Georgia 
Liller, Neal & Battle 
London and Lancashire 
G. F. Sweet & Co 
Loyalty Group 
Metropolitan Life 
Young and Rubicam 
Mutual Benefit Life 
Reach, Yates & Mattoon 
Nat'l Assn. Pub. Ins. Adjusters 
Salow and Associates 
National Life and Accident 
National of Hartford Group 
J. M. Hickerson 


s | 
With National Reserve Life 
Harvey Advertising 


New England Life 12 
Batten, Barton, Durstine & Osborn 


o North America Companies 
Best Wishes oe 
e N. W. Ayer and Son 


North American Reassurance 46 
Alliston Associates 


Northwestern Mutual Life 


for the pig nog eel 


Northwestern National Life 


Ohio Farmers Companies 
Dwight P. Ely 


* 
Pacific National Fire 
O l ay Knollin Advertising 
Pearl Assurance Company 72 


Metropolitan Advertising 


Peerless Insurance 30 
Jules L. Klein 


Season Pennsylvania Lumbermens 47 


Gray and Rogers 


Prudential Insurance 65 
Calkins & Holden 


and al Security-Connecticut Companies 63 
Remsen Advertising 
Spencer, Charies D., and Assoc 73 


Sun Insurance Office 21 
Bruce Angus Advertising 


Happy New Year lomo ‘ 


United of Omaha 15 
Bozell and Jacobs 


United Life and Accident 42 
Orr, Pope & Moulton 


United States Casualty 32 


United States Fidelity & Guaranty 50 
Vansant, Dugdale & Co 


ry . 
§ Washington National Insurance 


AMERICAN ‘gg PROGRESSIVE 
} ller 
HEALTH INSURANCE COMPANY OF NEW YORK mee ew vee - 


le Woodward, Ryan, Sharp, Davis 69 
92 Liberty Street, New York 6, N. Y. World Insurance Company 42 
: W Orth 2-0832 | Zurich Insurance 64 


Vaughan, Thain & Spencer 
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25 years 
of Crowle ial Cleconylidhacnt 
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Field Offices * 


Washington National * 
insurance Company 


—and the men who run them 


AKRON 8, OHIO 
503 Metropolitan Bldy 
Rowert P. Scuatz 


Supervisor 


ATLANTA 9, GEORGIA 
1132 W. Peachtree St. N.W 
MarsHart N Teten 
Supervisor 


BALTIMORE 18, MARYLAND 
2510 St. Paul Street 

Cuasies G. Coorer 

Asst. Supervisor 


BOSTON 9, MASSACHUSETTS 
10 Postoffice Square 

Maatin E. Barnett 
Supervisor 


CHARLOTTE 2, N. CAROLINA 
205 South Church Street 
Ricuarp F. Broox 

Supervisor 


CHICAGO 4, ILLINOIS 
208 South LaSalle Stree 
Frank O. Watt 
Supervisor 


CORAL GABLES 34, FLORIDA 
3300 Ponce deLeon Blvd 
Reapine J. Retz 

Asst. Supervisor 


DALLAS 1, TEXAS 
1207 Praetorian Bldg 
G. Jacw Vict 

Aast. Supervisor 


DETROIT 26, MICHIGAN 
1016 Penohseot Bldg 
Donaio R. Davi 

Asat, Superviac 


EAST ORANGE, NEW JERSEY 
6 South Harrison Stree 
Ricnarp H. Con~noiry 


yervisol 


7 


INDIANAPOLIS 4, INDIANA 
#11 State Life Building 
Arrnur C, Cirron 
Supervisor 


KANSAS CITY, MISSOURI 
832 Rialto Building 
Wut 8. Jounston 


Supervisor 


LOS ANGELES 14, CALIFORNIA 
416 West Sth Street 

Freo W. Fercuson 

Regional Supervisor 


LOUISVILLE 2, KENTUCKY 
320 Francis Building 
Josrrn B. Henaixsen 
Super oT 


1 Gay Build 
arp J.B HER 


MADISON 3, WISCONSIN 


, 


MINNEAPOLIS 2, MINNESOTA 
1026 Baker Buildis 

DAYTON f GER 

Asst. Super r 

NEW HAVEN 10, CONN 

lov Churet 
Den H. Apri 


street 


NEW ORLEANS, LOUISIANA 
107 Cotton Ex inge Bidg 


Arrnun J. BLancnat 


Super 


OMAHA, NEBRASKA 

1120 C ing 

Burtis E. Jounson 

lest. Super 

PHILADELPHIA 7, PA 

906 Bankers See ties Bldg 
NALD R. Coomus 

Asst. Supervisor 

PITTSBURGH 22, PA 

720 Investment Building 

Connor K, Sam 

Si 


pervisor 


PORTLAND 3, MAINE 
142 High Street 
Kennern Ho McFam 

( ‘ 


jroup Rep 


PORTLAND, OREGON 
130 American Bank Bldg 
Eow aap J, DeLanty 
Group Representative In 
RICHMOND 19, VIRGINIA 

03 East M reet 

CHaries P. W AMS 

Aast, Super ’ 

SAN FRANCISCO 5, CALIF 

681 Market Street, Room 859 
Eowaap K. Costeito 

yuper 

SEATTLE 1, WASHINGTON 

$26 Republic Building 

H. Tom Smrrn 

Supervisor 

SPOKANE, WASHINGTON 
426-2 Symonds Building 

Joun S. Dow 

Group Representative In Charge 
TRENTON 8, NEW JERSEY 

30 West Lafayette Street 
Wittsam H. Wooos 

Aast Supervisor 

WASHINGTON 5, D.C 

1038 Washington Building 
Eaneat E. Crace 

Supervisor 


Charge 


For Further Information Circle 


—the story of the buliding 
of a unique, nation-wide 


Group Sales organization 


THIS YEAR MARKS the silver anniversary of 
Washington National’s Group Field organ- 
ization which dates back 25 years. Today, 
our hard-hitting, aggressive Group Field 
Force, which has made its mark in the Group 
Insurance industry numbers close to one 
hundred closely selected, thoroughly trained 
sales representatives. 

Regardless of your company affiliation, 
they are ready at all times to assist you and 
advise you about the marvelous opportun- 
ities in selling Washington National’s Group 


Insurance. 


INSURANCE COMPANY 
EVANSTON * ILLINOIS 


Card at Page 33 
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